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Soon the JOHNSONIAN man will call. Some- 
how he will get to your store. Greet him as a 
friend and fellow worker. Stand ready to 
inspect the line; make your selections and 
speed him on his way again. There is team- 
work and cooperation in the fellowship of 
JOHNSONIAN -— all the way from the careful 
process of tanning and shoemaking to the 
final perFORMance values you give at the 
fitting stool. 

Your duty and opportunity is to be “ready 
and prepared” to do business without waste 
motion or time. Our new Fall catalog will be 
out about July first and will facilitate your 
orderly selections. 


8733—Two Tone Tan Bal, 
Perforated Wing Tip, 
Vamp and Quarter, Oak 


Facing the realities of restrictions, Sole, Grain Insole, Leather 
we use our best judgments as to Heel. B,C,D, 6-12. 
the types and materials and colors 
salable i t nder th 
reece allen Bs olzae SOMETHING HAS BEEN ADDED 


JOHNSONIAN symbol—“Smartest 
Shoes on the Square.” Sanitized FOR PROTECTION 
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THE REVELE, No. 7539 — 
Kid, 
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There's no need to fret and worry every time a pair of 
those “hard-to-fit” feet come limping into your store. 
That's the time to team up your foot-fitting experience 
with Drew's 7 Basic Lasts to win new friends by treating 
those “hard-to-fit" feet to the true comforts of “sculp- 
tured-to-the-foot" fitting. 


Win customer loyalty for you and your store, and main- 
tain that loyalty against ali competition, by always fea- 
turing these smartly tailored light-weight flexible welts, 
backed by more than half a century of styling and 
designing women's fine welt footwear. 


THE MAXIE, No. 7543 — 
White Kid, 5-Eyelet Tie. An 
Outstanding Perfect Fitting 
Hi-Riding Slenderized Gypsy, 
Stitched and Perforated 
Through. Extended Arch Rest 
Insole, Extra Eyelet for Fine 
Fitting. 97 Last, 15/8 Cuban 
Kantskuff Heel. 

AAAA to D, 4% to 10 


In Stock New 





Arch Rest and Foot Friend Shoes to retail at $7.95 and $8.95. 
Dr. Hiss Shoes fo retail at $8.95 and $10.95. 


THE IRVING DREW CORPORATION, LANCASTER, OHIO — New York, 746 Marbridge Bidg. 
Women's Fine Welts for Over Fifty Years 
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For want of his work 


For want of production 


For want of some oil 


For want of a machine the operator 
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is down ... And all for the want of some oil. 





Regular attention to proper lubrication is an 
important step toward freedom from factory 
tie-ups, more economical operation and vital 
today — protection and conservation of ma- 
chine parts. 

To get the best results from lubrication, make 
it a systematic practice —and most important 
of all, use only specialized industrial lubricants 
especially suited for shoe machinery. 


ENC TAKE GOOD CARE OF WHAT YOU HAVE 


Oil is Ammunition! Prop- 
erly used, lubricants will 
help manvfacturers get 
the greater production 


and longer wear, so vital 
in these critical times. 








a machine is down, 


B, is “down”, 


production is down, 


worker and factory income 





CORRECT LUBRICATION 
REPAYS WITH... 
e Reduced wear and breakage 
e More continuous production 
e Reduced power consumption 
e Smoother running machines 
e Better work 











Ask the “United” representative to help you 
determine the lubricants you need for the 
protection of the machinery in your factory. 
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IS THE LEATHER FOR 


















“DURATION” SHOES 


SOFTEE, the latest innovation in polished graining, is the 
answer to practically all of your leather problems arising 
out of priorities and the Government Conservation 
Program. 


SOFTEE is fashion right and spot news now, because 
SOFTEE fits so well into the active, play and defense shoe 
“ ‘ program. ) 
Jiftee Available in | 
SOFTEE is a wartime leather. its mellowness will add | 
KONA RED 491 quality to your “duration” shoes. Its long wearing, scuff- 
TURF TAN 471 resisting surface is keyed to wartime economy thinking. 

GOLDEN TOBACCO 492 
BLUE JACKET 459 * 
TOWN BROWN 423 

PINE GREEN 437 


SNOWITE 
BLACK SOFTEE is available in all shades adopted by the Joint 
Color Committee. 


Ample supplies of the raw stock from which SOFTEE is 
made, now on hand, assure dependable deliveries in 
any wanted weight, a vital consideration as rationing of 
other material increases. 


The Swing Is To Shoes Of SOFTEE Leather, Get Your Share Of This Profitable Business 


AMALGAMATED LEATHER COMPANIES wisnoron, verware 
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FOR THE ARMIES OF VICTORY 
in BOOT AND SHOE RECORDER 


July 4th 


Featuring FREEDOM WEEK—June 27-July 4 


Because we're proud of the part that Shoes and Leather are playing in America’s fight for 
freedom, and because we believe that this great effort should be made a matter of public record, 
Boot and Shoe Recorder publishes on July 4th, ““Shoes and Leather for the Armies of 
Victory”. The editorial and advertising pages of this issue will bring to you graphically and 
dramatically the full picture of the contribution our industry is making to the national effort. 


Glorious July 4th, the date of issue, marks as well the culmination of Freedom Week, June 
27-July 4, a Boot and Shoe Recorder promotion, during which shoe stores all over America will 
feature patriotic windows and advertising displays: an issue to remember, an issue to wait for, 
to read and save as a record of shoes in the national service. 

Your advertisement in this issue is a record of your part in the Victory Program. Instruct your 
advertising department to mark the July 4th Recorder a “must” date on your advertising schedule. 


Advertising forms close June 29th. 


BOOT AND SHOE RECORDER * 
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- MANY LARGE COMPANIES ARE NOW TAKING A GENSUS 
Pa OF EMPLOVEES’ CARS AS PART OF NATION'S PROGRAM 
10 GET 40,000,000 WORKERS TO THEIR JOBS ON TIME 


Xe] VOLUNTARY TRANSPORTATION COMMITTEES 
TO ROUTE FULL CARS TO WORK ARE SET UP 
BY PLANT EMPLOYEES IN EACH COMMUNITY 


The problem of getting 40,000,000 workers to their 
jobs is being taken over by America’s car 
owners. Neighbors are already doubling up 
to go shopping, to take children to school, 
to go to work ... but not enough of them! 
Your company and your employees can co- 
operate by taking a census of workers’ cars. 
Here’s how you can do it in your com- 
munity: (1) Fill out cards, like the one 
shown here, (2) Sort cards by residential 
districts, (3) Select sectional committees 
to act as traffic control groups for each 
district to assure equitable use of cars, 
(4) Route full cars to work on every 
shift. Details can be worked out 
quickly by you... your workers 
... your community, The impor- 

tant thing is to start today to get 

every last mile of use from our 

cars, Our gas, our tires! 

































































Make @ map like the one above, on which to chart the routes for 
each residential district. Dots indicate workers’ homes; circles indi- 
cate workers with cars. 

This card is a sample guide. Make changes to suit your needs. Repriat 
or copy form on filing cards for each worker to fill out and cura in to 
your Transportation Committee. 













Trains can't do it ALONE. Alrchough 
railroad is cooperating 100%, many o 
America’s mighty war production 
can’t be serviced by crains or subways. 













and copies of this free 32-page book 
on tire care from your local U.S. Tire 
Dealer or write direct to the United 
States Rubber Company. Hundred 
of thousands of these charts and 
books are already in the hands of 
American car owners — helping to 
save cires, gas and oil. 
















Division, United States Rubber Company. 





IN AMERICA’S FIGHT FOR LIFE, EVERY TIRE-MILE MUST BE SAVED FOR ESSENTIAL DRIVING 


UNITED STATES RUBBER COMPANY 


1230 Sixth Avenue «+ Rockefeller Center + New York 
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ing solutions — each with a 
differen: drying time — al- 
lew the manufacturer to 
choose the one which best 
suits his production sched- 
ule. Waste and production 
delays are avoided. 





ACTIVITY — 


HERITAGE OF YOUTH 


Children are five times more active than 
grown-ups! For such busy growing feet, toe 


protection and toe comfort are essential. 


*“CELASTIC”, a solution-softened box toe, 
fulfills these requirements by accurately 
reproducing the shape of the last — by 
fusing together doubler, box toe and lining 
into a durable three-ply structure — and 


by insuring positive freedom from wrin- 





kled toe linings. 


In meeting the demands placed on shoes by 
the super-activity of youth, “CELASTIC” 
box toes provide extra protection with 
firm, resilient sidewalls and extra comfort 


with flexible tip lines and smooth linings. 





UNITED SHOE MACHINERY CORPORATION 
BOSTON, MASSACHUSETTS 








Or a newsworthy, functional leather. Em- 


| nertaeaer B se OO) Oe er unusually soft. -has 
rface, can be polished Time leleltiaemmticce 
ed, for service, walking ind career shoes. BALI 

COLT is durable and weather-able, is a sturdy protection, 


omfortable but never h« avy 
GOLDEN TOBACCO PURFTAN IOWN BROWN 


KONA RED BLUEJACKET PINE GREEN BLACK 


STERLING DIVISION 
Allied Kid C ompany 


W. HUNTINGDON ST 
PHILADELPHIA, -PAG 
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IGNORANCE of the law is no ex- 
cuse. On May 18 the General Max- 
imum Price Regulation went into 
effect. The Office of Price Adminis- 
tration has not as yet notified you 
directly but with or without notice 
you are supposed to know the law 
and stand by it. 

We had occasion to drop into a 
wholesale office and the discussion, 
naturally, was on the subject of 
price freezing. It happened to be 


1 DO MY FIGHTING 
WITH A CHISEL 








that one delivery in March for a 
single pair was taken as the new 
ceiling for the line. Sure the sale 
was authenticated by the sales slip, 
delivery receipt and all that but it 
certainly isn’t the spirit of the law 
to let the exception prove the rule. 
A single sale might be made at the 
standard jobbing house price—10 
per cent above the catalog—but 
that doesn’t constitute in itself the 
ceiling of that business. 

To avoid, evade and encircle the 
law by subterfuge is to make sure 
not only of penalties of violation 
but the possibilities of something 
even more drastic than the General 
Maximum Price Regulation. 
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NoW front position for a glorious 
letter. C. M. Crafton of Crafton 
Foot Health, Inc., Mansfield, Ohio, 
ran the flag up to the top of the pole 


when he wrote us as follows: 








WHAT'S A FEW REGULATIONS © 













“Please forward a copy of the 
General Maximum Price Regula- 
tion Bulletin No. 1. We have gone 
over the issue of May 9 from cover 
to cover and we want you to know 
that we appreciate the effort that 
the Boor anp SHoe REcorDER has 
put forth to simplify our problems. 

“We are at war and we accept 
these regulations cheerfully and we 
expect to méet these changes with 
courage in our hearts and use the 
God-given resourcefulness that we 
merchants possess. With our troops 
laying down their lives for us we 
should not waste too much time 
worrying about a few regulations at 
home. 

“Let it never be said that the 
shoe merchants in America could 
not adjust themselves to this 
change. We are on our toes and will 
do everything in our power to help 
win the war.” 
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ORCHIDS to the Boor anp SHOE 
RECORDER on OPA: 


- 7 * 


L. LEIBOWITZ of the Fair and 
Square Shoe Store, York, Pa.: “As 
in the past, as now, and in the fu- 
ture, we look to the Boot aNp SHOE 
Recorper to help the shoe mer- 
chant know the whys and ways of 
the ever-changing shoe business. 
Therefore we will appreciate a copy 













of General Maximum Price Regu- 
lation Bulletin No. 1.” 


DON BRITTINGHAM of Roberts, 
Johnson & Rand, says: “Thanks for 
your fine issue of May 9. Your edi- 
torial and report of the retailers’ 
meeting in New York are of great 
importance to the shoe retailers of 
America. As always the Boot ANp 
SHoe Recorper leads with the 


most timely news.” 
* * * 


AARON GORDON of Plotkin Shoe 
Store in Orange, Mass.: “Please 
send us a copy of the General Max- 
imum Price Regulation Bulletin 
No. 1. We wish to thank your or- 











ganization for the great help one 

gets when reading your articles in 

these difficult times.” 
* 


* * 
J. ALVIN RAY of Goates Brown- 


bilt Shoe Store, Salt Lake City, 
Utah: “I have read with interest 


your recent articles relative to price | 


ceilings and their problems which 
will be presented to the shoe retail- 
ers. I should appreciate receiving 
a copy of the General Maximum 
Price Regulation Bulletin No. 1. I 
appreciate the Boor AND SHOE 
RECORDER more every issue for to 
me it gives the most up-to-the- 
minute facts relative to my busi- 
ness and enables me to do a more 
comprehensive job, especially in 
times like these when knowledge is 
essential to proper operations.” 


MELVILLE KAUFMANN of Cas- 
uals, Inc., Los Angeles, Calif.: “Last 
night I took home the May 9 issue 
of the Boor anp SHoe Recorper. 
Although it took me approximately 
an hour and three-quarters to read 
it through from cover to cover, I 
think without doubt that it was the 
most revealing and most worth- 
while issue of the Recorper I have 
ever read because it gave those of 
us who weren’t at these meetings a 
complete picture of what occurred 
at that time. My congratulations 
on a fine war time job done in a 
very excellent manner. Andy’s edi- 


torial was ‘tops.’” 
at * * 


ARTHUR SCHMIDT of Huth & 
James Shoe Co., Milwaukee, Wis.: 
“Our congratulations to your mag- 
azine on the exceptionally fine job 
you did giving information regard- 
ing the ‘Price Ceiling Regulations.’ 
You certainly, without question, 
scooped the four or five other pa- 
pers in the shoe and leather trade.” 
* * * 


H. N. FISCH of H. J. Justin & Sons, 
Fort Worth, Texas: “We want to 
send a copy of General Price Reg- 





RUST DESTROYS 





—John E. Wiley, well-known adver- 


tising executive of New York, in a 
recent address before the Dotted 
Line Club said: 

—"We let our guns rust when we 
were at peace; let’s not let 
our machinery for peace rust 
while we are at war.” 

—A statement of fact always true 
but never so true as at the pres- 
ent moment. 

—Wars never last forever and 
Peace invariably lasts longer than 
War. 

—The most valuable assets of any 
manufacturer are ge —_. 

tige, reputation, good-will. 

Beers alte a: all parts of the ma- 
chinery for Peace— 

rr assets — Srients _ 
i . inently dis a 
wellubricated with the oil of 
good advertising. 

—For it's human to forget—and 
new products and names will 
arise after comes, to take 
the place of those that have let 
their machinery for peace rust 
and become obsolete. 


Fh Tikes 


President 





ulation Bulletin No. 1 to each. of 
our salesmen, asking them to study 
it carefully and to familiarize them- 


selves with every regulation per- 
taining to price control in the shoe 
field. In that manner they will be 
able to render their customers a 


worthwhile service.” 
* 7: _ 


JEROME D. MITCHELL of Zapa- 
teria Karl’s, Calexico, Calif., writes: 


“In my copy of the Boor anp SHoe 
Recorper of April 25, 1942 (p. 17), Mr. 
L. E. Stewart of Stewart Bros. Shoe Store, 
Scotia, N. Y., takes exception to the 
anonymous leather man of the February 
28 issue (Voice of the Trade.) 

“Well, now, I certainly wish to take 
exception to Mr. Stewart’s statement in 
which he creates the impression that the 
chain stores practice trickery in fitting 


shoes. Mr. Stewart says that he learned 
the ‘hard way,’ working for a chain store 
where his orders were to keep the cash 
register ringing and there wasn’t much 
pains taken about correct fitting. Well, 
you know that doesn’t raise a chain store 
issue. It is quite easy to analyze a shoe 
man’s experience by the way he writes 
on that subject. My observation is that 
Mr. Stewart is certainly not the ‘Voice 
of Experience.’ It’s quite apparent he 
just has a lot to learn or is merely just 
a prejudiced independent. A good shoe 
man knows well that in these days a 
good merchant, chain or independent, 
has to be honest to stay in business, so 
it is reasonable to conclude that the aver- 
age merchant is honest about his meth- 
ods of selling merchandising. 

“Mr. Stewart also states that he pre- 
fers to remain anonymous, a wish which 
he was not granted. Men who speak from 
good experience and confidence should 
not be afraid to back up their statements 
and should not prefer to remain anony- 
mous. 

“However, I agree with Mr. Stewart, 
that there should be more capable shoe 
men in stores and no doubt this condition 
may exist in some chain as well as inde- 
pendent stores but those stores that prac- 
tice this don’t last; and they do not 
represent an average picture of either 
chain or independent merchant's policy.” 

a * * 


oe 
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How goes the battle Has the ceil- 
ing descended upon the cancellation 
store anl all comparative advertis- 
ing? That is the question. How 
much exaggeration can a man make 
in the light of what is called “com- 
mercial conceit”? Can he say: 
“Fifth Avenue shop price $16.50— 
our cancellation price $2.98.” 

Is there to be a ceiling on exag- 
geration? Fraudulent practices and 
misleading statements used in the 
advertising and selling of shoes 
have, in the past, been a constant 
itch on the~big, broad back of re- 
tailing. There must be confusion 
and consternation in the cancella- 
tion camp—not so much because 
there are no shoes to be had .. . 
there always will be. We have never 
yet seen anybody burn or destroy 
new shoes no matter what their age 
or how weird their color or style. 

Many states have copied the New 
York method of curbing fraud and 
unfair practices in selling shoes be- 
cause, in that famous 57th Street 
case, the defendants were sentenced 
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to fines of $500 or 90 days in jail 
and $250 and 30 days in jail, re- 
spectively. Each was given a sus- 
pended sentence of one year in the 
penitentiary. 








B. L. ELLERBE of Kansas City, 
Kansas, sends us this one: 

“For two days they had had a 

Swedish clerk in one of the shoe 
stores on Hollywood Boulevard. He 
isn’t there now, but he might have 
been, had not the boss detected him 
in the act of throwing a brand new 
pair of shoes into the waste basket. 
‘Hey! What’s the idea of throwing 
those shoes away like that?’ ‘Dey 
bane no good. I try dem on six 
faller already and they don’t fit no 
one’.” 
DEFECTIVE feet formed the most 
numerous class of physical defects 
discovered in men examined for 
military service under the Selective 
Service system, according to a sam- 
ple study made by Col. Leonard G. 
Rowntree, Chief of the Selective 
Service Medical Division; Kenneth 
H. McGill, Chief of the Research 
and Statistics Division; and Capt. 
Oliver H. Folk, Chief of the Medical 
Statistics Section. These three offi- 
cials reviewed 19,923 records chosen 
from every state of the Union in 
proportion to the total registration 
from each state. 

Assuming that the sampling was 
sufficiently large to give an accurate 
picture of the total, it would appear 
10.7 per cent of the 2,000,000 regis- 
trants examined prior to May 31, 
1941 (and including men who were 
accepted for service as well as those 
rejected), had foot defects of vari- 
ous kinds, most of them not serious 


enough to cause rejection. 
* * * 


CUSTOMER credits, long overdue, 
have been a subject of RECORDER 
editorials for months. We have 
taken the premise that for an item 
as low in cost as a pair of shoes 
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there is no excuse for anything but 
cash—and we prefer cash at the 
point of sale—although we do ac- 
knowledge cash within 10 days fol- 
lowing the first of the month is cash 
indeed. When we see accounts 
months and years overdue—a com- 
mon practice in some parts of the 
country—we wonder how mer- 
chants can get the goods and keep 
solvent under that persistent drain 
of resources. 

The Canadian plan of giving 40 
days’ life to a credit from a con- 
sumer is now to be put into opera- 
tion in this country. This means 
that the customer has 40 days to 
honor the bill. Beyond that ‘time, 
he or she is breaking the law. 

* # * 
T. S. IRVIN, in an article: “WHAT 
WE NEED TODAY IS FIGHTING 
WORDS” in Editor & Publisher, 
says: 

“The trend advertising is taking, 
under the impetus of the war effort, 
is toward educating people. Notice 
that lots of the best advertising to- 
day doesn’t try to sell people any- 
thing. It doesn’t play on their de- 
sires. It doesn’t whet their appe- 
tites. It doesn’t make them want to 
spend money they haven’t got for 
things they may not need. Instead, 
it teaches them how to conserve 
what they have, how to make it last 
longer, how to make it serve them 
better. 

“You don’t have to go to England 
for good examples of this kind of 
advertising. We have plenty of it 
right here.” 








“ATHLETE’S Foot—A Working 
Cure for It”—is the story of a fa- 
mous microbe hunter discovering, 
by accident, a working cure for one 
of mankind’s most annoying afflic- 





tions. Be sure to get a copy of the 
Readers’ Digest for May, 1942, and 
read the story by Dr. Paul de Kruif. 
Here are the first two paragraphs 
just to lead your interest into read- 
ing the complete story: 

“In Mobile, Ala., one day in 
1907, a young U. S. Public Health 
Service death-fighter named Ed- 
ward Francis was testing out fumi- 
gants to use against the mosquitoes 
that carry yellow fever. Checking 
a new insecticide — half-and-half 
mixture of pure phenol (carbolic 
acid) and camphor—Francis acci- 
dentally spilled the mixture over his 
hands. 

“Even a 5 per cent solution of 
phenol will take the hide right off 
you, if you don’t use it with care, 
and Francis thoroughly expected to 
receive immediate and severe burns. 
Yet nothing happened. Francis 
stared at his hands, not believing 
his eyes. Instead of being blistered 
and red and raw, they were as if he 
had wet them in water. Evidently 
the camphor had gentled the corro- 
sive phenol. . . .” 

Be sure to read the rest of the in- 
teresting and amazing story. 


a 


“Gee, Pop—ain't it about time you donated that slipper to the war effort program for 
scrap?" 
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* Washington Newsreel * 


PRICE ADMINISTRATOR LEON HENDERSON on 
May 19 “rolled back” the price for pickled sheepskins 
to the basis of levels prevailing last October. This was 
the first action of this character since OPA’s issuance 
of the General Maximum Price Regulation and was 
taken because tanners of sheepskin leather had been 
squeezed between a ceiling on their own product and 
advancing prices for pickled sheepskins. The move was 
designed to remove any reason for price advances in 
consumer articles derived from this commodity, such as 
shoes, clothing, gloves, belts and handbags. 

The pegging of prices of pickled sheepskins was done 
under Maximum Price Regulation 145, effective May 25. 
Ceilings were established at an average of or about $1 
per dozen pickled sheepskins below levels that pre- 
vailed during the first three months of 1942. 


PREVIOUSLY, sheepskin leather had been placed 
under a ceiling through the provisions of the leather 
price schedule No. 61, on the basis of prices prevailing 
between Nov. 6 and Dec. 6, 1941. OPA. officials said 
that they had believed that maximums for leather would 
restrain an inflationary tendency in the price for pickled 
sheepskins. However, it was pointed out since the 
leather schedule became effective at the end of Decem- 
ber, pickled sheepskins have advanced nearly 15 per 
cent in value when the lower quality of skins sold dur- 
ing January, February and March is taken into 
consideration. 

It was stated that pickled sheepskin producers—of 
whom there are 34 in the United States, including 
pulleries connected with the big packing establishments 
—have increased their prices to the tanners. The tan- 
ners, in turn, fearing a shortage in the supply, OPA 
said, entered into competitive bidding for the available 
skins, thereby forcing prices higher. Some tanners 
claim that they were operating at a loss of as much as 
2c. per square foot of sheepskin leather. 


* - * 


MAXIMUM prices are established by the new regula- 
tion for the following categories: (1) Domestic pickled 
sheepskins; (2) Imported pickled sheepskins sold after 
arrival or subject to arrival in the United States; (3) 
Imported pickled sheepskins imported by or for the 
account and risk of a tanner or a person having skins 
tanned for his own account. 

Maximum prices for each of these groups are deter- 
mined by first finding the highest price contracted for 
or received by the seller in the period between Jan. 1 
and March 31, inclusive, for pickled sheepskins. of the 
same brand, grade, quality, or type. From this price the 
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seller deducts a certain charge to arrive at his base period 
price. A table in the regulation lists these base period 
prices in a graduated series of price brackets to conform 
to the price quoting practices of the industry. 

From his base period price, the seller then determines 
the price to which this is to be reduced to establish his 
ceiling. Two adjoining columns provided in the table 
establish these ceiling prices. 

For example, if the seller’s highest price for a grade, 
quality or type were $8.625 per dozen skins between 
Jan. 1 and March 31 and the deductions amounted to 
25c. per dozen, his base period price of $8.375 would 
fall within the $8.25 and $8.49 bracket in Column I of 
the table. If his sale was either of domestic skins or 
imported skins sold after arrival or subject to arrival 
in the United States, his maximum price is the price in 
the corresponding line under Column II. In this illus- 
tration it is $7.125 per dozen. 


|F the skin is imported for the account and risk of a 
tanner or other person having skins tanned for his own 
account, his maximum is the price in the corresponding 
line under Column III. In this example, it is $6.70 per 
dozen. This differential below the Column II ceiling is 
designed to permit spot buyers to get their share of 
imported skins. 

Sellers are required by the regulation to compile lists 
of maximum prices. These must be made available to 
purchasers or to persons to whom offers of sales are 
made. Such lists must be maintained not only at the 
principal office, but at each branch office and shall be in 
the possession of each salesman or agent. The order 
also specifies reporting requirements for sellers. 


SCRAPPING of the Walsh-Healey minimum wage de- 
termination of 40c. an hour or $16 a week for employees 
engaged in the manufacture or furnishing of men’s welt 
shoes and broadening of this determination as also made 
under the Fair Labor Standards (Wage-Hour) act is 
going to be effectuated by the Department of Labor. 
Whereas the Walsh-Healey Act covers only workers on 
Government contracts of $10,000 and more, the Wage- 
Hour law covers workers on all contracts. 





»—- > 
UNIFORMS FOR ARMY AUXILIARY 


Uniforms approved for the Women's Army Auxiliary 
Corps recently authorized by Congress, as they were - 
modeled in Washington, May 22. Left to right: Gloria 
Pickett, wearing the officer's Winter uniform; Bette Jane 
Greer, in the officer's Summer uniform, and Inga Undvold, 
in the private’s Winter uniform. Calf Blucher for dress. 
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Shoe boxes are always popular as a 
display feature in shoe windows. 
In this effective window from 
Craemer’s at Cedar Rapids, Iowa, 
each section of boxes promotes a 
specific color of family of groups, 
such as navy, beige or high colors 
for evening. 


INGENUITY 


Featuring their Summer fabric, 

“Buttered Popcorn,” I. Miller’s 

uptown Fifth Avenue New York 

store links something as typically 

American as buttered popcorn 

with the painted furniture native 
to sections of Pennsylvania. 


THIs year the art of successful window displays has 
a bigger chance than ever before to pull business into 
your store. With pay envelopes bulging in their pockets 
Mr. and Mrs. Average Consumer are out to buy and 
buy more extensively and more lavishly than ever before 
in our history. When they walk down Main Street with 
the money burning in their pockets, what’s going to 
draw them into your store rather than the other fel- 
low’s three doors down? 

Your window is a free show. If they like your show, 
they’ll come in and tell you so by buying some of your 
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goods. The four windows pictured here represent types 
of display suited to promoting different types of shoes 
and interesting different kinds of customers. All four 
types have a place in your week by week promotion 
plans. 

There’s the window with local atmosphere, keyed to 
a special promotion theme. Reptile shoes shown against 
a jungle background, for example. Or shoes with a 


‘ typical native American appeal in their styling. A 


setting with a typical American flavor of the same kind 
[TURN TO PAGE 32, PLEASE] 
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Back to the jungle goes 
R. H. White of Boston 
for an appropriate set- 
ting for a Spring promo- 
tion of reptile shoes. 
Hanging moss, jungle- 
like plants and flowers 
and a realistic stream 
provide plenty of the 
right atmosphere. 


IN CURRENT SHOE WINDOWS 


Varied as the Styles Displayed Are the Backgrounds in 
these Four Store Windows representing Cities All the 
Way from the Atlantic Seaboard to the Middle West. In 
Some Cases the Appeal Depends on a Localized Setting 
or Atmosphere. In others, the Arrangement or Layout Is 


What Gets and Holds the Attention of the Passer-By. 





An interesting shoe window with a Pan 
American theme, used by Selby Shoes, 
retail store at 143 Halsey Street, Newark, 
N. J. Jehn J. Morrissey, store manager, 
designed and executed the window, using 
background panels in various pastel 
shades. Bags and shoes were in colors. 
This store has customers from 24 states 
in its mailing file and regularly attracts 
customers from all of New Jersey 
parts of Pennsylvania. 


May 30, 1942 





FORECAST 
For FALL... 


Shoes designed for economy in use of 


and 
bottom lace. De- 


repeated the strip- 


ping as a vamp trimming. The popu- 
lar espadrille was made first without 


ms. The 





st versions are seamed 


and gain fresh style appeal from the 


change. For 


the strap shoe a change 


of cutting is suggested. For economy's 
sake this strap is cut as a separate 
piece from the quarter. 


ADVANCE reports from every branch of the women’s 
clothing industry point to plenty of style interest for 
Fall. To be sure, wartime restrictions have been the 
motivating force behind many of the new ideas. The 
important fact, however, is that there are changes and 
new ideas and that style is not regimented or frozen, in 


spite of the WPB’s order L-85. 


Trends in Ready-to-W ear 

Take the new silhouette in coats, suits and dresses. 
WPB has cut down on the amount of material permitted 
in all these garments. The result is something new 
looking. Fortunately, the trend was already in that 
direction, so that women are very ready for this change 
and will even have some clothes already in their ward- 
robes which will have some of this new slim, short- 
skirted look. One main object of L-85, you will remem- 
ber, was to keep last season’s clothes in style. 


Fabric Colors 

Again, in the matter of colors. This Spring the idea 
of undyed ready-to-wear fabrics was launched in the 
light grey flannel suits. Stocking mills also contributed 
some new styles in undyed stockings. Although the 
first fabrics for Fall do not show any lack of bright 
and dark colors, the fabrics which will follow them will 
show the effect of wartime restrictions of a good num- 


SHOE DESIGNS BY MERI MILLER. 
FINISHED DRAWINGS BY 
ELLY NORDEN. 


ber of dye chemicals. The next collection of colors will 
be much less intense in hue and fewer in number. Qual- 
ity of dyes need not, and must not, decline, but intensity 
and variety will. Included in this change will be a 
wider range of colors actually in use. The purpose here 
will be to keep the dyers from using up too much of 
any one dye, that is, of the chemicals used for this dye 
color. These chemicals, as you know, are needed for 
plastics used in some war products to replace steel; for 
TNT and for other war necessities. 


Weaves for Fall 


In weaves, classic staple types will be the rule. Here 
again, the quieter plaids, checks and stripes will look 
new after the hig, bold, designs of the past few seasons. 
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Styles, Materials and Colors 


Fall 1942 Is the Season to Sell Accessories in a Big Way. Slim Silhouettes 

and Simpler Trimmings in Fall Suits, Coats and Dresses Give Unusual 

Opportunity to Sell Variety of Accessories to Dress Up these More Classic 
Clothes. 


by ELEANOR RUTLEDGE 


There will be enough variety to make an interesting 
fabric season. Gabardines, twills, men’s wear suitings, 
coverts, rayon crepes, spun rayons, failles, bengalines 
and some jerseys will be used. To replace fine wool, 
velvet made of rayon and cotton, is being talked of for 
coatings and suitings. There will be wool for coats, 
suits and dresses, but it will be wool made to go fur- 
ther by being combined with cotton, rayon, reprocessed 
wool and the short, fine undergrowth of wool not usually 
used in this way. Soft texture is characteristic in most 
of the Fall fabrics. 

The general trend in the women’s garment market 
is toward two types of clothes . . . work clothes and 
leisure, after-work, clothes. Real work clothes, such as 
slacks, coverall aprons for the older women, one-piece 
garments with separate blouses worn underneath, are 
the most popular. Culottes instead of slacks are ex- 
pected to be very good for certain types of customers. 

Suits will continue but more feminine and softer i? 
treatment with pipings, braidings, dressmaker stitch- 
ings, etc. In coats the boxy silhouette will predominate 
for every type from casual to semi-formal. The un- 
trimmed coat in fleecy fabrics is the all-purpose coat. 
In furs, beaver is expected to be very important. Alaska 
seal, nutria, ocelot, muskrat for general utility coats. 
Mink, Persian lamb, Alaska seal, nutria for more 
dressy. Silver fox for formal. Fur colors are listed 
according to importance: brown, first; black, a close 
second; grey, third. 

In dresses, the chemise dress and the suit dress are 
both very important. The silhouette is slim, but rounded, 
never exaggerated. Skirt lengths have been set by WPB 


[TURN TO PAGE 4], PLEASE] 


The new narrow silhouette in a black shantung 
two piece dress offered for early Fall promotion. 
Style interest centers on the peplum with back 
fullness and the unpressed pleats in skirt and 
peplum. The costume is given a light fresh look 
by the ruffled collar in dusty pink and the cut- 
out treatment of the black felt hat. A New York 
Creation. 





A GREAT AMERICAN, 






































Suggestion for an effective men’s shoe or slipper 

newspaper ad layout for Father’s Day promotion. 

This layout is easily adaptable to large or small 
space ads. 


THAT no one will be allowed to forget Father’s Day 
is pretty well assured by the extensive publicity pro- 
gram prepared by the National Father’s Day Commit- 
tee and the National Council for the Promotion of 
Father’s Day, Inc., the first-named group being a com- 
mittee of non-business people who have built Father’s 


Day sentiment through strictly spiritual and sentimental 
appeals, while the second group are the commercial 
promoters. It is, in a large measure, the coast-to-coast 
build-up by the public relations department of the Na- 
tional Committee, including non-commercial activities 
conducted in newspapers, magazines, radio networks 
and proclamations and pronouncements by public offi- 
cials, that has been responsible for the increasing at- 
tention given to Father’s Day—and that makes it one 
of your important promotional opportunities for 1942. 


SUGGESTIONS for a city-wide promotion program are 
available, along with other information regarding plans 
for Father’s Day, in a circular describing the official 
poster and banners, and the “Father’s Day Quiz” book- 
let obtainable from The National Council for the Pro- 
motion of Father’s Day, 9 East 41st Street; New York. 
Advertising illustrations are available through Metro 
and Meyer, both advertising services. Retailers may 
consult their newspapers regarding these services. 

Using the reproduction of the official poster in your 
ads, and the posters themselves in ‘window and interior 
displays, you can plan tie-ups that should command 
much interest. The large linen-backed blow-up of the 
poster (38 x 50 inches) should be especially good for 
a window display. The blue background of the poster 
and the blue and white ribbon of the badges suggest 
a white background, with accent of red, to set them 
off in your displays, giving them a patriotic flavor, 
which is especially good, since one promotional angle 
to be emphasized is “Fathers for Defense,” in which 
members of the United States Conference of Mayors 
will cooperate in their own cities. To this colorful and 
interesting national appeal, try to add some “local 
flavoring,” to give your campaign that more intimate, 
personal touch that helps any promotion so much-> For 
example, get local fathers to pose in photographs simi- 
lar to the poster. Or get a series of pictures of local 
fathers in their “work clothes”—all the way from war 
workers to professional men—and with each, the man’s 
comment on Father’s Day. 

Remember also to get a close tie-in with these men of 
your community. What would the war worker enjoy 
most? We expect it might be lounging slippers or com- 
fortable slack shoes to change to when he gets home. 
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YOUR DAD... 
Father’s Day. June 21 


National Promotion Offers Excellent Opportunity for Shoe 
Stores to Stimulate Sales of Men's Shoes, Slippers, Hosiery 
and Other Accessories at the Opening of the Summer 


Season. 


Other men might prefer shoes for their favorite sport. “Your dad will appreciate footwear for 
And so on. You are in the best position to analyze and Father’s Day. 

suggest the most likely likeables in your community. “Consider sport shoes for his favorite sport, 
Often, it’s the attention to such details that makes a or slippers or our ‘loafer’ styles to slip on 
promotion much more productive. And it never hurts after a day’s work. And several pairs of socks 
to let customers know that you are interested in their as an extra gift. Don’t they fulfill the first 
likes and preferences. requirement of a good gift? . . . thoughtful- 

In all of your ads and displays use the line, “Be sure ness and consideration. 

to include Footwear in your lists of Gifts for Father.” “If you prefer, you might give him a Store 
Also “Most Dads don’t care for Do-Dads.” As copy for Name gift certificate, and let him make his 
your newspaper ad we suggest [TURN TO PAGE 41, PLEASE] 
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Simple window setting idea, with Father's Day poster mounted on a red-bordered panel, in 
front of back panel which is white, with a red band, edged in blue across the top. Lettering 
appears in white. 


May 30, 1942 
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af the streets of shoes to 
- the fenceless roads of the sea 
—so long ‘til Victory. J.F.W.A. 
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OTHER PEOPLE’S IDEAS 


by JOHN F. W. ANDERSON 


If You Have a Good 


Imagination 

“A Make-Believe Review,” an im- 
aginary footwear style show, is the 
clever device used on the radio pro- 
gram of The Union, Springfield, Ohio, 
department store, to. dramatize and 
publicize new models over the air. 

“Have you ever attended a footwear 
style show?” the radio audience is 
asked by The Union's stylist, Mrs. 
Margaret Schrock. She goes on to 
explain that in such a show the cur- 
tain is lowered on the stage until only 
the legs and shoes of the models are 
visible. 

“Would you enjoy listening to just 
such a fashion show? Well then, 
relax and bring up a chair, for we are 
going to present shoes in a make-be- 
lieve fashion review. Just imagine the 
entire stage is a blackout — and the 
spotlight is focused on the shapely 
legs and feet of the models.” And 
after a short discussion of the store's 
wide range of styles and sizes, the 
stylist continues: 

“Now — we are all set and the 
sprightly stepping shoes are ‘prome- 
nading behind the curtain. The spot- 
light is focused on our first model of 
this Union’s style review of shoes.” 

A waltz recording is then turned 
on, to serve as a soft background dur- 
ing the entire “review,’ as the com- 
mentator goes on to describe the de- 
tails of the different shoe styles, the 
colors, the leathers, and the types of 
customers and women that the dif- 
ferent shoes would particularly suit. 


Store or brand names are given to 
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each shoe to aid the customer in 
identifying the shoe when she comes 
in to buy. 

The Union’s commentator also uses 
on the radio program a bit of verse: 

“Skimp if you must on all the rest, 

But be kind to your feet—they need 

the best.” 
a: >: @ 


Could It Happen in Your 
Store? 
Customer: “I don’t need a pair of 
shoes quite yet, but I. happened to be 
down this way so I thought I'd drop 


in and find out if you still carry this 
model.” 
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A ‘ective ad—six by 
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shoe destined for success. 


Salesman: (Patting himself on the 
back for remembering the customer’s 
face) “Yes, we still have that number. 
Stocks of high quality leather are 
getting low. There won’t be any more 
for a time because sole leather has 
been drafted for the War. Wait, I'll 
see if we have your size.” 

He was back in a flash with the file 
card of the customer’s size and style 
number. The customer happened to 
notice on the card that he paid only 
$9 last time. The salesman flushed, 
hemmed and hawed, then went on to 
explain that it was a special sale, a 
broken lot, or something. But the 
damage had been done. 

Mora: Don’t try to sell where no 
sale is in sight—it may ruin future 
business. Keep records to yourself. 
Your filing system is for your own use 
—not for public coneepeten. 

* * 


Direct Mail Must Be Skillfully 
Planned 


In 1940 there was an increase in 
advertising (all forms) of about 3 
per cent over the previous year. Gen- 
eral magazine advertising increased 
4.6 per cent, radio was up 15 per cent, 
but direct mail did not increase at all. 

Why was there no increase in direct 
mail? Probably because no form of 
advertising finds wider use unless it 
pays. And the reason that radio and 
general magazine advertising in- 
creased was because it was profession- 
ally done by professional advertising 
men. While direet mail is usually 
thrown together by a shoe merchant 
in the back of his store. In other 
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words it is not skillfully planned, the 
same care and skill is not used. 

We should realize, however, that 
direct mail, if skillfully used, has 
sume very definite advantages over 
other forms of advertising. For one 
thing, all of us are eye-minded. We 
hear a fact over the radio without 
clearly comprehending it; but when 
we see the words in black and white, 
we get the meaning instantly and hold 
it in our minds. Moreover, direct mail 
can picture a product, radio cannot 

as yet. 

Therefore, in many cases, direct 
mail will do a better selling job for 
the average shoe store than any other 
advertising medium—dollar for dollar. 
Rut skill and experience must go into 
its planning. 

It must (1) catch the eye, (2) 
arouse interest, (3) give information, 
and (4) urge the reader to action. 
Finally, (5) the mailing piece must re- 
flect the quality of the product. Each 
of which is much more difficult to 
accomplish than this enumeration sug- 
gests. 

The effectiveness of any direct mail- 
ing piece isn’t to be measured by its 
cost, but rather by the skill and plan- 


ning that goes into it. 
* * # 





Many thanks! I enjoyed 
waiting on you. 

I hope you find everything 
satisfactory and that you will 
call on me to serve you again. 














The above message appears on the 
back of the business cards of one of 
the salesmen of the Wise Shoe Stores 
in New York City. Signed by the 
salesman and given to every customer 
—it is a personal invitation to come 
back again, and in particular, to ask 
‘or that salesman by name. 

* 7 * 
Two Pair to Every Customer 


Some time ago a shoe retailing 
friend of ours in Newark, New Jersey, 
told us that the best cure that he 
knows for perspiring feet—providing 
that the customer does not have seri- 
ous foot trouble—is first to see that 
the customer wears shoes that fit prop- 


John F. W. Anderson Receives 
Ensign’s Commission 


JOHN F. W. ANDERSON 


John F. W. Anderson, research editor 
of Boor AND SHOE RECORDER since 1938, 
has been commissioned an ensign in the 
United States Coast Guard, now oper- 
ating in conjunction with the Navy, and 
has been assigned to the Coast Guard 
Academy for a brief period of intensive 
training, after which he will be ordered 
to active duty at sea. 


Ensign Anderson is the son of Arthur 
D. Anderson, editor of Boor aNp SHOE 
RECORDER, and was born in Brookline, 
Mass., where he received his early edu- 
cation. He attended Great Neck High 
School, Great Neck, Long Island, and 
Exeter Academy. The following Au- 
tumn he entered Harvard, where he 
was graduated in 1938 with the degree 
of A.B. 

Sailing and navigation have been 
hobbies with John Anderson since boy- 
hood, when many of his summers were 
spent on the shore at Duxbury, Mass. 
There he learned to handle small boats 
of all kinds, and during his high school 
years he studied navigation in special 
classes in New York. Later, on summer 
vacations, he cruised Atlantic and New 
England waters from Montauk to the 
Bay of Fundy, and acquired a practical 
knowledge of coastwise navigation. 

Since he joined the editorial staff of 
Boot AND SHOE Recorper, Mr. Ander- 
son has conducted the weekly “OPI 
(Other People’s Ideas) department,” in 
addition to special research work, re- 
porting and appearing on the program 
as a speaker at conventions and trade 
meetings. In this way he has made 
many friends and acquaintances in the 
industry who will wish his success on 
his tour of duty. 





Encouraging Replies 


Regularity having proven its point 

in regard to newspaper ads, we now 
* find that the same holds true in re- 
gard to mailing pieces. A regular 
folder, once a month, may cost more 
but it will be far more effective than a 
hit or miss sale folder several times a 


year. 
* * 7 


Proven Collection Letter No. 7 


I have a hobby. It is looking up 
word sources. One day I checked on 
the word “dun.” 


It comes originally from the old 
English word “dunnen,” which means 
making a loud noise. 

Now some folks would call this a 
“dunnen” letter — but I assure you 
there’s nothing like an explosion 
about it. 

It’s just a fair and courteous re- 
quest for that $ on invoice 
. days past 


due. 

All we ask is a fair effort on your 
part to meet your indebtedness with 
equal courtesy or a word of explana- 
tion that will justify our continuance 
of your account. 





Hose Size Shoe Size 


SUGGESTIONS FOR AN APPROXIMATE SHOE-HOSIERY 
SCALE FOR CHILDREN 


Ages (Approximate) 
3 to 6 months 


erly and above all not too snugly. Sec- 4 1 to 1% 
ond, to see that the customer’ has 4% 2 9 months 
more than one pair of shoes so that he 5 2%to 3% 1 year 
can change them several times daily. 5% 4 to 5% 2 years 
Third, to punch several holes in the 6 6 to 7% 3 to 4 years 
upper under the arch of the shoe with 6% 8 to % 5 to 6 years 
leather punch and hammer. Foot - 10 twll% Tye 
action when walking will c bel- oe 
a ee 7% 12 to13% 8 to 9 years 
lows effect drawing air in and forcing 
it out of these holes. Fourth, if the 
perspiration trouble seems serious 
recommend a good foot doctor. 











An idea for a card to put in the window or on the counter. The right size 
prolongs the life of hose. 
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The Editor's 





Outlook 





THESE are days for broadening your contacts with 
men and with minds for it is impossible to live today’s 
business life in only the compartment of shoes. So 
many other things affect your life, your business and 
your future. 

There is far too much of misguided opinion at the 
moment. A man who loosely interprets and readjusts 
the war law—the General Maximum Price Regula- 
tions—and improvises a clever detour from the true 
path laid down by that law, is before long going to 
find himself in hot water. Read and act, don’t talk. 

Accept the war law and continue to do business as 
you did in March—-and all will go well with you. We've 
said that before and we say it again. The hysteria for 
hoarding disappeared on May 18. The public, almost 
without exception, accepted the law as a real check 
against inflation, knowing that the wage dollar will 
have a buying value as of March for sometime to come. 
Therefore, it is no particular bargain for them to buy 
more than they need and save money by their fore- 
sight. Retailing is slowing down. 

In many ways the public is wiser than the merchant 
because it accepts the inevitable; while the merchant 
always thinks: “How can I get some little advantage 
over my competitor?” I suppose that’s the trading in- 
stinct. Human nature being what, it is, there will be 
more of competition than there is of cooperation be- 
cause that’s the way of life for the man of business. 

But be not lulled into the security of thinking that 
all goes well with the merchant world simply because 
May 18 came and went without a revolution. Real laws 
(and war laws are real) have a way of changing things 
from what they are. Many a business has already had 
the Sword of Damocles slip a notch nearer the point of 
vital thrust. Make no mistake about it—the General 
Maximum Price Regulations is a law to restrain retail- 
ing. There will be less business—no matter how blithe 
you are. It may not be apparent this week, this month 
or this year, but the inevitable drop of the knife can 
only be stopped by the hand of Victory. 

“What can I do?” asks the merchant. It seems to 
me that he must begin to face facts rather than continue 
the blithe spirit that is content with each day’s doings. 
The merchant is going to be compelled to put his house 
in order. The inside operations of every business estab- 
lishment in America are now open to government in- 


Blithe Spirit Gets a Bump 





by ARTHUR D. ANDERSON 
EDITOR * BOOT and SHOE RECORDER 


spection. The Office of Price Administration issues 
forms to be filled out, asking for such information that 
far exceeds any income tax report required by the 
Bureau of Internal Revenue. These records are to be 
kept, not merely once a year but a definite, compre- 
hensive, financial statement is to be filed regularly, not 
later than one month after the close of each quarter— 
with detailed balance sheets of profit and loss state- 
ments filled out in specified manner. The OPA says 
that all this is voluntary. Look out for the Sword of 
Damocles in the same sentence calling attention to the 
provision of a statute giving the administrator “power 
to issue regulation or order requiring such information.” 

Well, if you are sitting in your store, large or small, 
blithely feeling that you are a free, independent (care- 
less as you may want to be) type of business man, you 
are up against a piece of reality in a war law that’s 
going to give you one sweet pain in the neck for at 
least a week, once every quarter. Your bookkeeper or 
accountant may have been pleading for complete daily, 
weekly, monthly Sr yearly records “for your own 
good.” Now, you are going to be compelled to. have 
them available “for the good of all.” 

But be not totally downcast. By that very act you 
may be forced to be a more exact business man. In our 
opinion, the income tax reports required by the Bureau 
of Internal Revenue did more to make store keepers 
business men and merchants than all the books and 
bookkeeping, letters, lectures and conventions—and 
what have you. Well, this new law is going to make 
you a smart business man—whether you like it or not. 
You are going to look at your store and your business 
with a more realistic eye: You are going to work as 
you never did before and do most of it yourself. You 
are going to be alive and alert. You are going to see 
to it that shoes are sold at that fitting stool with less 
stale, less sloppy service because, when you see the 
returns and refunds that are going to come with the 
poorer materials and poorer shoes, you are going to 
darn near reach the point where you'll check every sale 
as to its fit, its selection and definitely tell the public 
that these shoes are not returnable for any and all 
reasons because the old systems of shoe quality and 
shoe stores have been stopped by the war. You are 
going to start at the fitting stool and work back so that 
every act is resultful and not wasteful. 
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(as advertised in LIFE 


< 


| the most strikingly different 


national campaign ever seen in men’s shoe adver- 
tising, Jarman introduces a basic selling theme for the 
Fall and Winter season—“Try on a pair of Jarmans today 
... and let the shoe horn be the judge.” Five well- 
planned, outstanding promotions, built around 
an exceptionally smart series of full page, full 
color ads to appear in Life and Esquire, 
will provide Jarman dealers with a complete 
Fall advertising and merchandising 
program. Your Jarman representative 
will soon give you all the details 


...Jarman’s plan for profit! 


JARMAN SHOE COMPANY, 
Division of General Shoe Corporation, 


Nashville, Tennessee 


magazine » 


This illustration will 
appear in Life, September 21 
issue, featuring Jarman's new 
“Townsman” series, a group of styles 
designed for town and business wear. 


TO RETAIL AT 
$585 to $985 


MOST STYLES 


TRY ON A PAIR OF JARMANS TODAY (> LET THE SHOE HORN BE THE JUDGE 





COTTON FOR AN 
ALL-AMERICAN SUMMER 


HERE’S another popular current use of cotton you should 
watch . . . the full black skirt for dancing on the green and 
other Summer evening village festivities. (See April 11th 
issue, “Shoes for an Active Summer.”) Or for supper 
’round the grill in your own backyard. The crinkie cotton 
skirt we show here is gay with bands of bright multicolor 
calico. Worn with a blouse of sheer voile, embroidered and 
edged with a tiny lace ruffle at the neck, this costume is 
selling like hot cakes, according to its creator, Mary Lewis. 

Only one kind of shoe is right with this gypsy-informal 
dress . . . a shoe as gay and easy and charming as itself. 
So, pull out your play shoes and easiest-going casuals. Line 
them up and see which are the best ones to flatter this black 
and white costume with its touches of multicolor calico. 
There’s hardly a color or combination of colors that will 
not be right. But we like especially the idea of a black shoe 
with bright colored trimming or a white shoe with the same 
kind of trimming. Or a black and white shoe with a little 
color added for luck, if you like. Or a brilliant contrast 
color . . . bright red or green or blue or yellow to pick up 
a dominant color in the calico skirt bandings. Let her 
match the shoe with the bow in her hair and she’s got 
something there. Calico, by the way, is another native 
American style, put to a new sophisticated use. 


FASHION SHORTS... 


Do you want to stop them in front of your 


windows? Do you want to keep them there 
looking until their feet irresistibly lead them 
inside? Here is the kind of sure-fire bait you 
can use to catch them . . . those wary possi- 
ble customers. Leather lapel ornaments made 
into dozens of attractive amusing shapes are 
the latest idea to brighten up the neckline of 
an untrimmed suit or coat. With clothes 
pared down to classic simplicity this year, 
women will depend on accessories of all sorts 
. on shoes, handbags, gloves, neckwear, 
jewelry and lapel ornaments . . . to 
give the variety and gaiety they must 
have in their clothes. 
Ornaments like these are especially 
right for a wartime -year because 
they can be made from scraps of 
leather that would otherwise be 
thrown away. They can be made 
from the actual waste pieces from a 
shoe factory and so can be exactly 
matched to shoe leathers and colors. 
In the ornaments we photographed 
you will find smooth, sueded and 
patent leathers, as well as alligator 
and snakeskin, in colors ranging 
from natural to black to red and 
green. All but one are made to retail 
for $1. All come from Lapelle Co., 
where specialists in leather carry on 
this fine handcraft. , 


LEATHER LAPEL ORNAMENTS 
... CREATE WINDOW INTEREST 
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Goatskin Imports Holding Up Well 





Cargo Space Found on Ships Making Return Voyage from 
India, Which Supplies 50% of Raw Goatskins Used in U. S. 


New YORK—To correct certain mis- 
statements that have been made and 
erroneous impressions that may have 
arisen relative to the effect of recent 
developments in the Far Eastern war 
on the goatskin supply situation, a 
representative of the kid leather indus- 
try calls attention to the fact that, ac- 
cording to the production schedule 
authorized by the War Production 
Board and under which the industry 
has been operating up to May 1, tan- 
ners have been permitted to produce at 
the rate of 80 per cent of their output 
for the previous year. The larger skins 
of six feet and over have been reserved 
for the requirements of the armed ser- 
vices, but even with this reservation 
the output available for civilian use 
has approximated 70 per cent, which 
should meet necessary civilian require- 
ments. Curtailments in May will be but 
10 per cent greater. 

It has been possible to maintain this 
reasonably generous level of kid leather 
production because of the fact that the 
backlog of raw goatskin stocks in this 
country is substantial and because the 
supplies of goatskins that have been 
coming in both from India, which is the 
usual source of approximately 50 per 
cent of this country’s raw goatskins, 
and from other countries, have held up 
remarkably well. Surprising as it may 
seem, the goatskin imports from India 
during the first three months of 1942 
actually exceeded those of the six 
months’ period immediately preceding. 

This volume of goatskin - imports 
from the Far East has been made pos- 
sible by the fact that the United States 
was sending much war material of 
various kinds to the Orient, thereby 
providing an abundance of cargo space 
on the return voyage of the ships that 
transported such material. Much of 
this cargo space was required for other 
merchandise, such as ores, hemp, shel- 
lac, etc., but nevertheless the amount 
of space available for goatskins was 
sufficient to provide for this increase in 
goatskin imports. The results were not 
attained without a great deal of plan- 
ning and preparation, the tanners 
working in close cooperation with the 
United States Government and with 
the India Commission at Washington, 
which naturally was desirous of assist- 
ing in every possible way to solve the 
problem of transportation and thereby 
relieve the congested condition of the 
markets and warehouses in India. 

That there will be difficulties in con- 
nection with imports from India as 
time goes on is freely recognized by the 
kidskin industry, and the situation in 
the Bay of Bengal is naturally causing 
a great deal of apprehension at the 
present time. If ports like Calcutta are 
closed, it would necessarily mean that 
the skins would have to be shipped to 
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Bombay or some other Western port by 
rail. However, it is hoped that the 
situation may improve to such an ex- 
tent that this necessity will be avoided. 
The kid leather industry believes 
that its products including suede, 
crushed and glazed finishes, are an in- 
creasingly vital factor in the civilian 
shoe material situation from now on. 


Shoe Men Joining 


Armed Services 


Syracuse, N. Y.—W. W. Woods, rep- 
resentative of the A. E. Nettleton Com- 
pany in New York, is to receive a com- 
mission as major in the United States 
Army. He was given an ovation when 
he appeared at the factory’s recent 
sales conference. 

Paul Morrissey, who was advertis- 
ing manager of the Arco-Marathon 
Corporation, Marathon, N. Y., manu- 
facturers of skating shoes, has enlisted 
in the Navy and is now at the Naval 
Training Station in Newport. 


Feature Work Shoes in Ad 


CH.caGO, ILL.—Probably one of the 
first major advertisements of men’s 
work shoes by a quality store in a Chi- 
cago paper was that of Mandel Bros. 
department store which appeared in 
the Tribune recently. The advertise- 
ment featured “Men’s Better Quality 
Work Shoes” at $5.50 to $6.95. The ad- 
vertisement further stated, “On your 
feet all day, in a defense job? All the 
more reason why you need work shoes 
made with the same degree of care as 
your best street shoes. Look for rigid 
steel shanks, sponge rubber cushion 
arch supports and heel cushions, and 
soft, flexible but durable upper leath- 
ers.” 


Hold Review of Styles 


BREMERTON, WaASH.—Kahn’s, men’s 
shoe and clothing store at 512 Fourth 
St., recently staged a _ spectacular 
“Spring Prevue” for its new stock of 
Spring footwear. Many thousands of 
war workers have been attracted to the 
Navy Yard of this city where the “All- 
Out” Navy for a million men is in the 
making. 


“This Is War” — 


Boston, Mass.—United Shoe Machin- 
ery Corporation’s museum of shoes is 
in storage for the duration, partly for 
protection, but chiefly because the U. S. 
Army has taken over its space. Major 
Charles Cahill was busy building it up 
with additional specimens, including a 
picture gallery, when the storage order 
was issued. 

















“DOING SOMETHING 
| LIKE AND MAKING 
GOOD MONEY AT IT" 


says 
Mr. Jack Walker 


MANAGER 


HEALTH SPOT SHOE SHOP 
206 N. 9th ST. 
ST. LouISs 


Mr. Walker is successful be- 
cause he had the vision to see 
the wonderful opportunity that 
the Health Spot Shoe Shop 
plan offered him to better his 
earnings. 


Men who are placed in charge 
of exclusive Health Spot Shoe 
Shops have a real incentive to 
make the most of their ability 
because they receive a generous 
share of the profits in addition 
to a salary. 


The Health Spot Shoe Shop 
operator invests nothing but 
his labor. Mr. Walker appre- 
ciated the chance to work in 
a store that offered him so 
much, and he went to work de- 
termined to make the most of 
his opportunity. 


He has made good in a big way 
and he expresses his gratitude 
by saying that the years he has 
been with the organization are 
the happiest he has ever spent. . 


You have the same opportunity 
to cash in on your ability. 


NO INVESTMENT REQUIRED! 
There is always a need for 
good men to operate Health 
Spot Shoe Shops. 

Send for an application blank 
today. 


HEALTH SPOT SHOE SHOPS, INC. 


INDUSTRIAL AVENUE 


DANVILLE, ILLINOIS 











Versatile Displays 
Win Military 
Window Contest 


The winning window above is from the Walk- 

Over shoe department at Godchaux’s, New Or- 

leans, La. Charles A. Merrill is display man- 

ager. Note the military atmosphere created by 

the eagle, officer’s cap and draped rope and 
tassels. 


This window, right, of the Walk-Over Shoe 
Store in Chicago was adjudged a winner be- 
cause of the dramatic method of display. Red, 
white and blue was the color scheme, and small 
figures of the girl model were mounted on 
wallboard, cut out and used to carry price 
signs. Charles George and Walter Hausherr 
produced this window. 


VARIETY OF PRESENTATION MARKS MANY INTERPRETATIONS OF THE 
SAME THEME IN THESE WINNERS OF GEORGE E. KEITH COMPANY'S 


“MILITARY WELT" WINDOW CONTEST. DISPLAYS ARE DYNAMIC, 


WELL THOUGHT OUT AND WELL EXECUTED. 


This window from the 
Walk-Over Shoe Store in 


signed and executed by 
Herbert H. Whitlock. It 
emphasizes the Victory 
theme in red, white and 
blue, with the sides of a 
large V used as props for 
the shoes. Notice the 
Morse Code symbol in 
the foreground. 
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Sears Prices Cat 
On Shoe Lines 


Cuicaco—Sears, Roebuck & Co. this 
week mailed copies of its mid-Summer 
sale “flyer” catalog which makes ef- 
fective until Aug. 21 a long list of price 
reductions on merchandise by compari- 
son with the big Spring and Summer 
book of early this year. 

Price cuts on footwear are most pro- 
nounced in women’s lines. Established 
brands of Sears’ women’s shoes are re- 
duced from 19 to 26 cents a pair. Men’s 
shoe reductions range from 19 to 52 
cents a pair, while the Biltwell line of 
children’s shoes is cut from $2.19 to 
$1.98 a pair. 


WPB Clarifies Sole 


Leather Order 


WASHINGTON, D. C.—The War Pro- 
duction Board today amended the order 
dealing with sole leather (M-80), re- 
defining some of the provisions of the 
original order, issued on March 12, and 
consolidating the order with all amend- 
ments. 

In addition, a clause has been added 
which provides that sole cutters. shall 
distribute their cut and uncut sole 
leather for civilian use equitably and 
with no discrimination between custom- 
ers. Such sole leather includes speci- 
fied weights of all grades below No. 1 
scratch, and is of non-military weight 
and quality. 

A reduction in distribution propor- 
tionate with any curtailment in the 
supply of sole leather available for 
civilian use will not be considered dis- 
criminatory. 

Specified weights of grades No. 1 
scratch and up are defined as military 
weight and quality, of which all stocks 
and production must be set aside to 
meet military and Lend-Lease require- 
ments. 

Under the order as amended today, 
any person having whole stock, from 
which cut outer or inner soles or finders 
cut stock of military weight and qual- 
ity can be obtained, must set aside such 
stock for sale to the Government, or for 
delivery to sole cutters, or he must cut 
it into cut stock so as to yield the maxi- 
mum quantity of military leather. This 
amendment clarifies the intent of the 
original order. 

“Whole stock” includes sole leather 
sides, backs, bends, crops, | strips, 
shoulders, bellies and belly centers, 
which are the divisions into which a 
whole hide is cut. 


Reports Retailers Optimistic 
SEATTLE, WasH.—A. R. Borton, who 
has been representing the Douglas line 
in these parts: since 1926, is now back 
from covering Idaho, Montana and Wy- 
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A FAMOUS NAME 


For Nearly 
Half A Century 








Lose CLalbity Sho 
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Today more than ever this emblem 

is the dealer's assurance that he is 

giving his customer the maximum 
in fine shoe value. 
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oming. “Only one thing seems to be 
worrying retailers in this section—de- 
liveries on some lines. Every prospect 
of a good wheat crop and plenty of fat 
cattle on the ranges put retailers in a 
most optimistic frame of mind,” he re- 
ports. While in his home town, Mr. 
Borton headquarters in the Gowman 
Hotel. 


Marks Prisoner of War 


CuicaGo, ItL.—Dave Marks, who 
represents Craddock-Terry Shoe Co. in 
the Chicago territory, has received offi- 


cial confirmation from the headquar- 
ters of the United States Marine Corps 
in Washington that his son, Capt. Mor- 
timer Marks, is a prisoner of war in 
Japan. The report states that young 
Marks’ name appears in the partial list 
of American prisoners of war captured 
by the Japanese Military Forces, se- 
cured through the International Red 
Cross, and that the place of internment 
is Zentzuji, Shikoku Island, Japan. Mr. 
Marks had previously received a short 
wave radio message from his son. 
Young Marks was captured on Guam 
Island on Dec. 7. 
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Shoe Men Study Inventory Limit 


NEW CONTROL, TO SET OVER-ALL DOLLAR LIMIT ON STOCKS OF 


GOODS FOR SALE, AIMED TO PREVENT UNDUE ACCUMULATIONS IN 


DISTRIBUTORS’ 


SHOE men who made a study of such information as 
was available relative to a forthcoming limitation of 


. . . . * « ” 
all inventories to “practical working minimums,” as . 


announced May 21 by the War Production Board, 
were inclined, early this week, to the opinion that, 
while all lines of merchandise will be affected, the im- 
mediate and drastic effects of the limitation will be felt 
less by merchants operating specialty shoe stores than 
by those dealing in some other lines, and particularly 
the so-called “hard” lines of merchandise, many of 
which have already been made subject to War Produc- 
tion Board restrictions. 

The inventory plan, it was stated, does not apply to 
any distributor or producer whose inventory on March 
31 was less at current cost than $20,000, except dis- 
tributing units of a. chain. This exemption, it was felt, 
would tend to free a large number of shoe stores of 
medium and small-size from the necessity of compliance 
with many of the requirements. 

Since one of the evident purposes of the inventory 
limitation is to prevent retailers from using capital they 
would otherwise devote to the purchase of washing 
machines, vacuum cleaners, radios and similar con- 
sumers’ goods to buy other merchandise, thereby creat- 
ing shortages and imposing an unnecessary demand on 
production facilities and labor, the formula prescribed 
for determining what constitutes an “allowable inven- 
tory” calls for deduction of 30 per cent of sales or more 
in these lines. The specialty shoe store, however, has 
never carried any considerable number of items falling 
within the category of “hard” merchandise, and there- 
fore is not obliged to make any substantial deduction 
under this heading. 


A«rirst DRAFT” of the retail and wholesale inventory 
limitation order of the WPB obtained from local market 
resources, began with the following statement: 

“Any interpretation or action by any p2rson which 
results in the accumulation of more than the ‘allow- 
able inventory’ of more than a ‘practicable minimum 
working inventory’ as defined in this order shall be 
deemed a violation of the order.” 


AS a formula to determine the allowable inventory for 
the period from July 1, 1942, to Dec. 31, 1942, the fol- 
lowing steps were set forth: 
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HANDS — FINAL DECISION WILL COME LATER 





NO DECISIONS YET ON INVENTORY PLAN, 
SAYS KNOWLSON 


James S$. Knowlson, Director of Industry Operations, 
made the following announcement, May 23, in connection 
with published reports about considerations which are now 
being given by the War Production Board to possible ways 
and means of limiting wholesale and retail inventories to 
practicable working minimums: 

—"Considerable confusion has been caused in business 
circles by speculations about the. announcement that the 
WPB is considering action to require stores to reduce their 
stocks to ‘practicable working minimums.’ 

2—"This problem is being considered by the War Pro- 
duction Board, as reported, but no definite decisions have 
been made. Further deliberations are necessary, because 
of the many practical problems involved, and a final deci- 
sion will probably not be made for some time. 

3—"It appears that preliminary drafts of such an order 
have been circulated, and it should be understood that 
these are ideas and suggestions only and do not in any 
sense represent a decision on the part of the War Produc- 
tion Board.” 





Determine total net sales for the period July 1, 1940, 
to Dec. 31, 1940. 

From these net sales deduct 50 per cent of the sales in 
this period of “hard” lines, comprising electrical and 
mechanical refrigerators, heating and cooking stoves 
and ranges for domestic use, vacuum cleaners, ironers, 
radios, phonographs, radio-phonographs, automobile 
tires and tubes. 

Determine cost of the remaining sales by deducting 
the average store-wide mark-up of the year 1940. 

Fifteen per cent may be added as an allowance for 
the increased current cost of merchandise over its cost in 
1940. 

The amount thus obtained constitutes the “allowable 
inventory” at current cost for the period from July 1, 
1942, to Dec. 31, 1942, for producers and distributors 
whose current sales to distributors doing business out- 
side defense areas are not less than 75 per cent of their 
total sales. 

Retailers, including units of a chain, which are lo- 
cated outside of a defense area, were presumed to be 
deriving not less than 75 per cent of their business 
from non-defense areas. A defense area was defined as 
a community to which a considerable population has 
shifted to engage in work incident to the conduct of the 
war. Those producers and distributors who have more 
than 25 per cent of their sales in defense areas may 

[TURN TO PAGE 32, PLEASE] 
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Ceiling Prices and 
Fair Trade Laws 


WASHINGTON—Nothing in the Gen- 
eral Maximum Price Regulation au- 
thorizes sales below the minimum prices 
established under State Fair Trade 
laws if these minimums are equal to or 
less than the ceiling prices set by the 
Regulation Price Administrator Leon 
Henderson stated today. 

Section 8 of the Regulation providing 
that “lower prices than those estab- 
lished by this Regulation may be 
charged, demanded, paid or offered” 
should not be construed to express an 
intent to void any seller’s obligation to 
maintain minimum prices under any 
fair trade agreement or State Fair 
Trade Act. The purpose of this pro- 
vision, Mr. Henderson said, is to make 
clear to sellers and buyers that OPA 
is fixing maximum prices only. 

Mr. Henderson’s announcement sup- 
plements a statement issued by him a 
few days ago to the effect that State 
Fair Trade Laws cannot require a re- 
tailer to sell above his ceiling price. On 
that occasion Mr. Henderson made the 
following three points: 

1. Fair trade agreements may estab- 
lish a minimum price which is birding 
upon a retailer only if that minimum is 
not higher than the ceiling prices of 
that retailer. 

2. No new fair trade agreement ef- 
fective after May 18 may establish min- 
imum prices for a retailer higher than 
the March ceiling price of that retailer. 

3. If the highest price charged by a 
retailer during March was below the 
minimum price established by a fair 
trade agreement, the retailer is never- 
theless “frozen” to the prices he actual- 
ly charged, regardless of the fact that 
in charging such price he may have vio- 
lated a fair trade agreement or a State 
Fair Trade Act. 

However, in the last instance, where 
a retailer is “frozen” at a maximum 
price which forces him to sell below the 
minimum price set in a fair-trade 
agreement that was in effect in March, 
he may apply under Section 18(a) of 
the Regulation for an adjustment of his 
ceiling on the ground that it is “ab- 
normally low in relation to the maxi- 
mum prices of the same or similar com- 
modities established . . . for other sell- 
ers at retail.” 


Small-town Store Makes Good 


That a small-town store with sea- 
sonal trdde can do a good job of mer- 
chandising is proved by Gilbert’s, Hia- 
leah, Fla. The shoe department of this 
store is located in an ell-shaped end of 
the store, away from the general mer- 
chandise. All the family may be shod 
here, for while the inventory is not 
large, it is complete with shoes for men, 
women and children. Shoes make up 
about one-fourth of the entire inven- 
tory, and it is now showing a turnover 
of from one and a half to two times. 
While the business has been carried on 
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HIS Company always has 

priced its shoes to allow 
generous profit for the dealer. 
So even with prices frozen, 
you still find money in Foot 
Rests. The combined style, 
comfort and quality of this 
nationally advertised foot- 
wear appeal to women more 
than ever in these busy days. 
Foot Rests are perfect for 
profit! They cost you $4.10 
to $4.50, and they retail for 


$695 10 $795 


Slightly Higher Denver West 











since 1926, it is only during the past 
three years that shoes have become an 
important part of the stock. It was 
after Gilbert Levy, owner and operator 
of the store, analyzed the business and 
his prospective trade that he was able 
to stock a type of shoe that appealed to 
the local people and increase volume 
sales until today they run some 50 per 
cent above what they were in 1939. 
Because this is a community depen- 
dent largely upon seasonal trade, stocks 
must be of a type to appeal to this class 
of people. During the Winter, particu- 
larly while the famous Tropical Park 
racing season is under way, population 
increases as much as 90 per cent. 
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THIS SHOE HAS 
EVERYTHING 


* 
* NATIONAL ADVERTISING IN 


® Vogue © Ladies’ Home Journal 
@ McCall's © Good Housekeeping 
® The Instructor 


* Veriflexible Construction 
* Cincinnati Quality 

* Seventy Stock Shoes 

* Specialization One Brand 
* Four-Spot Comfort 

* Smartest Styles 

* Markup 40% to 42% 

* Welts and Littleways 

* Quick Turnover 











% 


For women Mr. Levy offers two types 
of shoes, a good Oxford and a smart 
novelty, both in the low priced bracket. 
He has found that it is price which has 
the most appeal. No attempt is made te 
feature nationally advertised brands; 
rather he has found that small lots of 
special purchases give him the best 
turnover. 

For men. the stock is made up of a 
well-known brand of shoes in the $6 
bracket, a good substantial solid shoe 
that is well liked here. Children’s shoes 
are mostly in the low priced lines. 

Mr. Levy and his wife are both well 
trained in shoe fitting, having made 
considerable study of the subject. 
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THE KRIPPENDORF-DITTMANN COMPANY, CINCINNATI, O. 


NEW YORK SHOWROOM: MARBRIDGE BUILDING 





And there are two good 
reasons why: 


1. There is an already large and 
ever-growing market for cas- 
ual-type, comfort shoes among 
defense workers ..workers who 
don’t need heavy work shoes 


at their jobs 


. Spare time exercise and re- 
laxation are more important 
than ever these days in keep- 


ing America fit. 


As a result, casual shoes will con- 


tinue to mean business. 


WINTHROP 
SLACK 


PATTERN No. 2921 


Remember too...as a pioneer in the 
field of casual shoes, Winthrop as- 
sures you of as fine, smart and sale- 
able a line as you can possibly buy. 


Winthrop Shoes priced to retail at 
$5.50 to *9.50 


Slightly higher in the West 








Shoe Men Study 
Inventory Limit 


[CONTINUED FROM PAGE 30] 


add 10 per cent to as much of the 
allowable inventory as represents sales 
in defense areas. This increment is to 
be determined at the beginning of each 
calendar quarter on the basis of the 
record of sales for the next preceding 
quarter. 

Retailers, including chain units, lo- 
cated within a defense area, are. en- 
titled to add the 10 per cent defense- 
area increment to allowable inventory. 
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Mail-order houses and mail-order 
branches of other retail distributors 
may add 7% per cent to their allow- 
able inventory on the presumption that 
75 per cent of their mail-order busi- 
ness is derived from defense areas. 
The “open-to-buy” on July 1, 1942, 
is found by subtracting the inventory 
on that date from the allowable in- 
ventory. Thereafter, the “open-to-buy” 
is kept current by purchases and ac- 
quisitions to inventory in other ways. 
The order, it was stated, does not 
apply to any distributor or producer 
whose inventory on March 31, 1942, 
was less at current cost, than $20,000, 


except distributing units of a chain. 

To permit a reasonable time for ad- 
justing-and balancing existing inven- 
tories, the requirement that no -more 
than a “practicable minimum working 
inventory” be maintained does not be- 
come effective until Sept. 1, 1942. From 
that date until Dec. 31, 1942, a “prac- 
ticable minimum working inventory” 
was defined as six-thirteenths (6/13) 
of the total allowable inventory for the 
period July 1, 1942, to Dec. 31, 1942. 

Finally, the draft declares that if 
on the effective date of the order any 
distributor or producer has in his in- 
ventory so much merchandise that, 
after determining his total allowable 
inventory for the remainder of 1942, 
he does not have an “open-to-buy” con- 
dition, then he can receive no more 
merchandise into his inventory in 1942 
until he develops, an “open-to-buy” 
condition. 

“Obviously,” it stated, “the only way 
to produce an ‘open-to-buy’ under 
such circumstances is to dispose of 
some of his surplus merchandise to an- 
other distributor who is ‘open-to-buy’ 
or arrange to return it to the source 
from which purchased so it may be 
distributed to others.” 


Ingenuity in Shoe Windows 
[CONTINUED FROM PAGE 16] 


is the right background here. An “All 
American” theme is very popular just 
now because of the renewed efforts to 
make for better friendship with our 
Latin-American neighbors. 

Or the window may make its appeal 
through an effective layout or arrange- 
ment rather than any particular theme. 
Sheer quantity attracts some window 
shoppers, provided the arrangement is 
attractive and not confusing. They 
will stand for hours studying a window 
where there are a great many articles 
to look at. These artitles may have a 
somewhat haphazard effect, as far as 
arrangement goes, or they may be dis- 
played in an extremely exact and geo- 
metric pattern. That kind of window 
looks as though the merchant knows 
very precisely just what merchandise 
he has on hand and can serve his cus- 
tomer very efficiently with what he. . . 
or she... wants. A shoe window which 
combines shoes with correctly coordi- 
nated handbags, stockings and gloves 
is always an attention and sales getter 
of, frequently, more than one item. 


To Remodel Children’s 
Shoe Department 


NEw ORLEANS, LA.—The Children’s 
Shoe Corner, shoe department of 
Maison Blanche department store, oper- 
ated by Neal Smith, will be given a 
“new face” shortly. The women’s shoe 
section, of which the children’s depart- 
ment is a part, was recently remodeled 
and given a new low ceiling. New fur- 
niture, display cases, fitting chairs and 
lighting will be installed. 
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Record Attendance at Central States Show 





Meeting Addressed by OPA Officials—Strong Buying Trend 
Apparent as Buyers from 15 States Gather 


Curcaco, ILL.—Proof of the fact that 
merchants are definitely on the hunt 
for good merchandise was evidenced by 
the record attendance and by the 
“want to buy now” attitude at the 
Central States Shoe Fair held May 17 
through May 20 at the Hotel Morrison. 

Some 15 states were represented 
among the merchants attending, with 
an especially heavy registration from 
Illinois, Wisconsin, Michigan and Indi- 
ana. There were also a large number 
of retailers from Ohio and Kentucky 
owing to the fact that there was no 
Cincinnati show this year and retail- 
ers apparently preferred to visit the 
Chicago market rather than going 
East. Largest attendance was on Sun- 
day, because this permitted a week- 
end trip for many out-of-town mer- 
chants and because the meeting 
devoted to the new maximum price 
regulation order. Approximately 500 
merchants attended the meeting ad- 
dressed by Lindsay Crawford, special 
consultant of the Regional Office of 
Price Administration, and by Ben 
Harris, legal adviser from the same of- 
fice. Coming on the eve of the dead- 
line for the ruling to take effect, after 
the formal address, both men were 
plied >with questions. Merchants were 
particularly concerned with pricing of 
Summer merchandise, branded lines 
and also with the problem of how to 
mark merchandise in their stores and 
stockrooms. Another highlight of the 
show was the purely social event, the 
Shoe Frolics, held in the Terrace 
Casino on Tuesday night and attended 
by a crowd of about 500. 
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Because of the price ceiling order, 
the panic buying in evidence at previ- 
ous market events this year was less 
apparent. Most of the better quality 
stores, however, were anxious to secure 
al! of the merchandise possible now, 
expressing the feeling that they might 
not be able to get as good materials 
later on. There appeared a widespread 
desire to acquire as large a stock of 
good quality and top material merchan- 
dise as possible. All retailers reported 
excellent business in their territories 
and the opinion that it would continue 
so for some time. 

As was expected, civilian defense 
type footwear occupied the center of 
buying attention. It was definitely a 
“low heel show” with low heels being 
bought even in open back dressy type 
sandals for Fall. A number of plat- 
forms were sold, the explanation by the 
manufacturers being that use of the 
platform permits a thinner sole and at 
the same time gives a sturdy durable 
shoe that provides a lot of comfort in 
walking. Tie effects in all variations 
dominated many of the lines, replacing 
styles which formerly used elasticized 
materials. Black and brown, particu- 
larly antique tan, were in greatest de- 
mand, with a lively interest in red, and 
little action on blues. Jungle calf in 
brown, red and green appeared 
throughout the price ranges and seems 
marked as one of the best selling novel- 
ties. Reptiles were also in heavy de- 
mand and in some quarter were rated 
as 15 per cent of total selling. 


SATURDAY® 
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Jackson Named 
G. Edwin Smith Head 


CoLumBus, OH10—The board of di- 
rectors of the G. Edwin Smith Shoe 
Company was increased from five to six 
members at a recent meeting of stock- 
holders. Directors elected are as fol- 


R. D. JACKSON 


lows: G. Edwin Smith, Francis J. 
Wright, Walter P. Reiter, Walter H. 
Holmwood, R. D. Jackson and Paul M. 
Smith. 

At its first meeting, the board of di- 
rectors elected the following officers: 
R. D. Jackson, president and general 
manager; Paul M. Smith, vice-presi- 
dent and treasurer, and Russel L. Ur- 
ban, secretary and comptroller. G. Ed- 
win Smith was named chairman of the 
board. 

Mr. Jackson, who has been serving 
as management engineer, reported at 
this meeting progress in company op- 
erations for 1941. 

Mr. Jackson, former branch mana- 
ger, district manager, sales educa- 

[TURN TO PAGE 42, PLEASE] 





Successful Showing Held at Dallas 





Good Business Reported at Southwestern Fall Style Shoe Show. 
Members Vote to Hold Meeting in November 


DatLas, TEX.—The Southwestern 
Fall Style Shoe Show held at the Adol- 
phus Hotel, May 17 to 20, proved to be 
a highly successful meeting. The ma- 
jority of the merchants attending were 
present for one purpose and that was 
to buy shoes. 

Because W. T. Mitchell, secretary- 
manager of the association, was ill in 
the Nix Hospital, San Antonio, J. L. 
Sullivan acted as pinch hitter. A let- 
ter setting out the business matters to 
be brought up for discussion at the 
meeting was placed in the mail box of 
each traveler as he registered in the 
hotel. This proved to be a big time 
saver. 

J. C. Simmons, president of South- 
western Shoe Travelers, said, “Most of 
the boys report excellent business. 
There was less looking and more buy- 
ing than*is usually the case. Custom- 
ers were not looking for entertainment. 
They wanted to place orders and get 
them in the works. 

“Under prevailing conditions atten- 
dance was very satisfactory. This is 
the third time that the show has been 
officially sponsored by the association. 
In the future this will very likely be an 
organized show at this time of year. 
The business secured ‘justifies its regu- 
lar setting.” 

The association voted to hold a meet- 


ing in November, one week after the 
national show. President J. C. Simmons 
appointed Walter Taylor, W. A. Stew- 
art, Al Allen and Louis Katz as a 
committee to meet with retailers and 
see whether they would prefer to hold 
their convention and show in Novem- 
ber. If retailers prefer January, the 
travelers will sponsor a November 
show. 

The association went on record as fa- 
voring the moving of the office of the 
National Shoe Travelers’ Association 
from Boston to some Mid-Western city. 
There was a discussion of employing a 
full-time secretary and moving the show 
from center to center, if transportation 
difficulties become so difficult that buy- 
ers cannot attend centrally located 
shows. 

Suede, calf and kid was popular in 
materials. Black, tan, red and green 
was the order in colors. There is a defi- 
nite trend towards lower heels and cas- 
ual shoes. All lower heels, 8/8 to 18/8, 
were in big demand. There was much 
additional business in women’s shoes, 
because women now need dress, slack 
and walking types, where formerly one 
pair served several purposes. 

Casuals sold well in smooth leather 
and in suede and elk combinations. The 
tan family, wine and green, were good 
selling colors, as was red. 





To Test American-Grown 
Rubber Plants 


NEw York—United States Rubber 
Company has leased an experimental 
plantation for the culture of rubber- 
yielding plants near Yuma, Ariz., and 
is now establishing a field laboratory 
there,in which scientists will determine 
by X-ray the rubber value of the 
plants, 

“We started our search for addi- 
tional domestic sources of rubber many 
months ago by reviewing the complete 
work of Thomas A. Edison on this sub- 
ject, checking his original notes on 
more than 17,000 North American 
plants,” said Dr. John McGavack, in 
charge of the company’s wild rubber 
research. “Already we have studied 
thousands of plants and have deter- 
mined by X-ray whether the juices 
could be converted into useful rubber. 

“Our study to date has revealed a 
number of plants which contain good 
rubber and which show promise for fu- 
ture development. Two of the most 
promising are a piant native to Cen- 
tral America and one now grown in 
Florida, California and Arizona. Both 
plants show an X-ray pattern similar 
to a good quality of the kind of rub- 
ber grown on the plantations of the 
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Far East and used in most of our rub- 
ber products. Both of these plants will 
yield annual crops of rubber. 

“We should like to emphasize, how- 
ever, that neither these plants nor the 
work we are doing with other plants 
on our experimental plantation will 
solve the current critical rubber short- 
age. After useful varieties of rubber- 
yielding plants have been determined, 
much time is required to accomplish 
large scale multiplication of these 
plants. Therefore, our work is prima- 
rily for the future.’ 

Dr. McGavack announced that R. E. 
Beckett, formerly of the Department of 
Agriculture Experiment Station, Bard, 
Cal., had been placed in charge of the 
project in Arizona. 


Dr. Birkhead to Speak 
At Shoe Club Dinner 


New York—Dr. L. M. Birkhead, na- 
tional director of Friends of Democ- 
racy, Inc., will be the guest speaker at 
the dinner meeting of the Shoe Club of 
New York, at the Hotel McAlpin, Tues- 
day evening, June 9. 

Officers and directors of the Shoe 
Club, elected at a recent meeting, will 
be installed in office during the evening. 


Takes High Rank 
In Signal Service 


Chicago, Ill—C. Foster Phinn, son of 
C. Mort Phinn, representative of Joyce, 
Inc., at Camp Monmouth, N. J., where 
he is stationed. Foster has taken high 
rank in the Sigral Service because of 
his expert knowledge of radio. Foster 
is the third generation of shoe men in 
the Phinn family—his grandfather had 
a@ shoe store in Beloit, Wisconsin, where 
his father, Mort, received his training. 


M. J. Schlussel 


New YorK—M. J. Schlussel of the 
M. J. Schlussel Importing Corp., died 
recently. He was head of this shoe 
fabrics firm for fifteen years. 

The business will be carried on as 
usual. Mr. Schlussel is survived by two 
sons, Stanley and Leo, and one daugh- 
ter, Fanny Lewis. 

Burial was at Salem Fields, Brook- 
lyn. 


Ad Explains Price Policy 

PATERSON, N. J.—Stenchever’s ran 
an unusual ad stating their price policy 
which, because of the situation caused 
by the recent price regulation, caused 
much favorable comment. “A calm price 
policy has always existed at Stench- 
ever’s!” read the heading. “Here is a 
dramatic, typical example. In 1933 we 
introduced genuine alligator patchwork 
shoes at $8.95. We constantly improved 
the shoes—but maintained their $8.95 
price. Elsewhere genuine alligators 
rose in price—ours stayed at $8.95. 
These are the original alligator patch- 
work shoes—exelusive with us: We 
started with one style and color—today 
we have 28 variations!” 
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Receives Rank of 


First Lieutenant 


Fort WAYNE, IND.—Emanuel Levy, 
owner of Rodney’s Shoe Store, here, 
has been awarded the rank of first lieu- 
tenant in the Indiana State Guard. He 


EMANUEL LEVY 


is post exchange officer and secretary- 
treasurer of the Fort Wayne armory 
board. Lieut. Levy, who has been in 
the shoe business for the past 30 years, 
recently opened a new salon type shoe 
store here. He was wounded in service 
in the first World War and received 
the award of the Purple Heart. He is a 
past state commander of the Military 
Order of the Purple Heart and past na- 
tional junior vice-commander of the 
same organization. 


April Shoe Production High 


NEw YorK—lIt is estimated by the 
Tanners’ Council of America that shoe 
output in April reached 45,500,000 
pairs. This represented a slight in- 
crease over March, when shoe produc- 
tion amounted to 44,815,000 pairs. 
Compared with a year ago when pro- 
duction was 43,482,000, April showed 
an increase of 4.6 per cent. Exclusive 
of government orders, shoe output still 
showed a gain over a year ago. 

According to manufacturers’ sched- 
ules, shoe production in May will be 
slightly lower than in April but will 
probably exceed the output of a year 
ago. 

Comparative totals for the first four 
months of the past few years are as 
follows: 

1942 (estimated)—170,149,000; 1941 
—162,598,000; 1940—137,999,000; 1939 
—146,058,000; 1938—127,048,000; 1937 
—162,970,000. 


Stylist Leaves for Annual Trip 


New YorK—Miss Rhea Nichols, styl- 
ist of the Allied Kid Company, left 
New York recently for the South and 
West Coast. Each year at this time, 
Miss Nichols contacts shoe retailers, 
department stores, manufacturers, buy- 
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Pampered feet they are, too...burt the 
increasingly restricted use of automobiles 
is going to set a lot of them right down 
on the ground and tell them to start 
walking! 
This sudden change in a well established 
national habit is going to havea profound 
effect on your outlook as a shoe mer- 
chant. Together with pattern restrictions, 
it’s going to swing the emphasis away 
from style and squarely onto good solid 
walking comfort. 


Now is the time to look to the ground- 
work of your business. You have a tre- 
mendous opportunity to tie in with the 
national trend early and establish your 
store as headquarters for fit and foot re- 
lief in your trading area. A nation with 
its feet back on the ground is looking to 
you...and to us...to help it adjust itself 
to new conditions. Write today for de- 
tails on offering timely Trimfoort Foot 
Relief Service in your store. Address 
Trimfoot Company, Farmington, Mo. 


ing offices and stylists in the South, 
Southwest, West Coast and Middle 
West. Because key volume fashions of 
this war year are often started in de- 
fense centers, Miss Nichols will in- 
clude in her itinerary stops at key pro- 
duction areas, as well as resorts and 
fashion spots. 

In addition to her work with Allied 
Kid Company, Miss Nichols is active in 
American Women’s Voluntary Services 
in the Public Relations and Speakers 
Bureaus, having organized several] 
units in the Middle West and South. 

Miss Nichols will return to New 
York about the middle of July. 


Shoe Man Retires 


LONDON, OHIO—Edward B. Rowlen, 
shoe merchant here for 50 years, has 
retired from business, and has sold his 
store to his partner, Robert Wood. Mr. 
Rowlen, who was born in this town, be- 
gan to work for T. J. Bolds in 1892 
when he was 19 years old. In 1901 the 
store was sold and Mr. Rowlen con- 
tinued to work there until he bought it 
himself some time later. 

In 1940 Mr. Rowlen sold a part in- 
interest in the business to Mr. Wood, 
and recently the partnership was dis- 
solved. Mr. Wood is now sole owner. 


35 





ee Oe oe ee Oe ee Oe ee ne ee em Oe 





W orkshoes 


> oe or er ee 








Honest Valus 
In Boery Poie 


Inc. 
KEENE, WN. it. 





Children's Shoes 


The C. A. Haines 
Shoes for Children 


IN STOCK 
retall 


Moccasins 


oer re re, 





Men's, Boys", Ladies’ 
$1.30 u» 


Send for NEW 
Style suiee Catales 











THE ARNOFF SHOE COMPANY, INC, 
101 Duane Street New York, N. Y. 
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Proctor Named Montaldo 
Shoe Buyer 


CHARLOTTE, N. C.—R. A. Proctor has 
recently been appointed buyer and 
manager of the women’s shoe depart- 
ment at Montaldo’s, women’s high 
grade specialty store, here. 

Mr. Proctor was formerly assistant 
manager with Al Goodman of Char- 
lotte. In his new position, he will have 
complete charge of the buying and 
supervision of women’s shoes which are 
earried by Montaido’s in a price range 
of from $10.95 to $22.50. 
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Iowa Shoe Fair Reflects 
Sellers’ Market 

Des Mornes, Ia.—Five hundred shoe 
retailers thronged to Des Moines May 
17, 18 and 19 to make the Greater Iowa 
Fall Shoe Fair one of the most success- 
ful showings ever held here. In spite 
of price ceilings and constantly chang- 
ing war regulations, it was still a sell- 
ers’ market, with many lines confining 
themselves to old customers only. Seven- 
ty lines were exhibited with approxi- 
mately 30,000 shoes displayed, and 
travelers reported a large increase in 
sales over that of last year. 

Greater interest than ever was shown 
in the retailers’ meeting Monday noon 
which was attended by 130 retailers 
and travelers. Robert Biggert of the 
Chicago regional office of Price Admin- 
istration spoke on the General Maxi- 
mum Price Regulation, followed by a 
question and answer period. Other 
speakers at this meeting were Hal O. 
Parsons, production analyst for the 
War Production Board in Des Moines 
and Arthur Brayton of the Des Moines 
Convention Bureau. 

It was voted by the retailers to have 
printed cards signed by the retailers’ 
association, to be wrapped with every 
pair of shoes sold, saying the shoes are 
not guaranteed to be of the same qual- 
ity as pre-war merchandise. 

Officers of the Iowa Shoe Retailers’ 
Association elected are: Harry Tilton 
of Tilton’s Shoe Store, Centerville, pres- 
ident; Wayne Lucia, of Dumbaugh’s, 
Storm Lake, vice-president; John 
Cowan, Cowan-Ackerman, Oskaloosa, 
treasurer; and John Marchres, of 
Perry, secretary. ’ 

The program of the convention 
included a “Smorgasbord” for all re- 
tailers, travelers and their ladies on 
Sunday night and the luncheon for the 
retailers Monday noon. An educational 
exhibit of more than 20 shoe styles dat- 
ing back to 1850 was displayed as part 
of the show. 

Officers of the Iowa Shoe Travelers, 
which sponsored the show, are- Harold 
S. Marple, Des Moines, president; 
Harry E. Barton, vice-president; and 
Charles F. Payton, secretary-treasurer. 


Over 400 Lines Scheduled 
For Boston Fair 


Boston, Mass.—“The twenty-third 
annual Boston Shoe Fair on June 1-2- 
8-4 will be one of the most important 
shows ever held in Boston, as present 
indications point to a clarification be- 
tween shoe buyers and manufacturers 
of the many perplexing pricing prob- 
lems which have arisen under the gen- 
eral Maximum Price Order and also to 
the final determination of styles which 
will sell in volume during the Fall sea- 
son,” according to a joint statement 
made by Louis H. Salvage; president of 
the New England Shoe and Leather 
Association, sponsors of this Fair, and 
H. O. Rondeau, chairman of the Boston 


Shoe Fair Committee. “This Fair is 
the largest organized and most impor- 
tant showing of Fali footwear in the 
industry and this year’s show is more 
important than usual to all shoe buyers 
because of a tightened delivery situa- 
tion and the uncertainty of ceiling 
prices under the Maximum Price Order. 
Leading buyers are planning to com? 
plete thir Fall purchases at the Boston 
Shoe Fair to assure adequate deliveries 
and take advantage of the present price 
situation which in many instances is 
below market replacement costs.” 

Exhibitors at the Boston Shoe Fair 
will display their products at two offi- 
cial hotels, the Hotel Statler and the 
Parker House, on five fioors reserved 
at each of these hotels. The industry- 
wide scope of this Fair is attested by 
the fact that shoe manufacturers from 
every part of the country will exhibit 
their Fall shoes. 

This Boston Shoe Fair is a strictly 
business show with no meetings or floor 
shows scheduled. However there is one 
social feature—the Fair’s Golf Tourna- 
ment which is conducted by the Boston 
Boot and Shoe Club, the oldest social 
organization in the industry. The 
tournament will be held on the opening 
day of the Fair at the Wollaston Golf 
Club, one of the best courses in Eastern 
Massachusetts. 

A banquet and entertainment will be 
held on Tuesday evening in the Grand 
Ballroom of the Hotel Statler by the 
Two Ten Associates, Inc., a charitable 
organization of New England shce 
salesmen who conducted a similar event 
at the Boston Fairs held during the 
past two years. 


Findings Order Modified 

WASHINGTON — Shoe manufacturers 
are permitted to use findings containing 
copper if such findings were in stock on 
March 31, 1942, and if no steel or other 
non-metallic findings are available, ac- 
cording to an amendment to .Supple- 
mentary Conservation Order M-9-c-1, 
released last Saturday by the Director 
of Industry Operations. 

Many shoe manufacturers have been 
prevented from completing shoes, the 
leather for which has been cut, because 
of lack of steel findings, Order M-9-c-1 
prohibited use of findings containing 
copper after March 1, 1942, but in or- 
der to permit maximum production of 
shoes for military and civilian uses it 
is now deemed advisable to permit 
manufacturers to use stocks of brass 
findings they may have on hand. 


H. L. Sommer Appointed 
OPA Specialist 


SAN FRANcIscO, CAL.— Herbert L. 
Sommer,-president of Sommer & Kauf- 
mann, has been appointed senior price 
specialist in the Office of Price Admin- 
istration. Mr. Sommer will specialize in 
women’s wear prices. 
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Mrs. B. Brasley Cohen 


Los ANGELES, CaL.—Mrs. B. Brasley 
Cohen, 61, president and founder of 
the Brasley-Cole Shoe Co. of Los An- 
geles, died recently. Death came unex- 
pectedly, as Mrs. Cohen became seri- 
ously ill on her return from the New 
York shoe show and was active to the 
very last. Interment was at the Home 
of Peace mausoleum. Rabbis Magnin 
and. Cohen officiated at the services. 
Active and honorary pallbearers in- 
cluded representatives from the entire 
shoe industry, as well as many repre- 
sentative civic leaders. 

Mrs. Cohen came to Los Angeles 12 
years ago from Pittsburgh, Pa., where 
she operated her own shoe company 
and the Kirby chain stores. She has 
been actively connected with the shoe 
business for the past 45 years. 

A most efficient and prosperous shoe 
chain store organization (Kirby Shoes) 
was in operation at the ‘time of Mrs. 
Cohen’s passing in the Los Angeles 
area. This will carry on as the founder 
planned, since for several years she 
had been passing on the details of the 
business to her son, William F. Cole, 
and to the several departmental heads. 

Perhaps Mrs. Cohen will be best re- 
membered for the great amount of pri- 
vate charitable work to which she gave 
unstintingly of her time and money. 
Many civic drives and movements of 
city and statewide scope always found 
Mrs. Cohen an active and willing 
worker and organization leader. 

William F. Cole, who has been with 
the organization for eight years as sec- 
retary-treasurer, will continue in that 
capacity. 


Two Sons Officers 


In the Marines 


New YorK—L. J. Rockmore, of 
Wavershoe Trimming Company, and 
Mrs. Rockmore, are justly proud of 
their two sons, Martin and Clayton. 
Martin F. Rockmore has been commis- 
sioned as a Captain in the U. S. Marine 
Corps and is now stationed in New 
River, N. C. Clayton S. Rockmore, 
upon leaving Cornell University, has 
been commissioned a Second Lieuten- 
ant in the Marine Corps and is sta- 
tioned at the Philadelphia Navy Yard. 


Discuss Hide and Calfskin 
Conservation Order 


WASHINGTON, D. C.—A proposed cat- 
tle hide and calfskin conservation order 
was discussed at a meeting of Upper 
Leather, Sole Leather and Hide and 
Skin subcommittees of the Leather and 
Leather Goods Industry Advisory Com- 
mittee here this week. 

Under the proposed order domestic 
cattle hides, calf and kip (young calf) 
skins, unsold or taken off after a speci- 
fied date, would be allocated equitably 
among tanners by the WPB. Imported 
cattle hides and calf and kip skins al- 
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ready are allocated under the General 
Imports Order M-63. 

The purpose of the proposed order is 
to reserve a large proportion of do- 
mestic cattle hides and calf skins for 
military purposes. This is necessary 
because foreign sources of such hides 
may be reduced either by enemy activ- 
ity, or by the shipping shortage. 

The order also will enable the WPB 
to regulate the flow of hides and skins 
so that the proper kinds and amounts 
will be made available for military 
purposes. 

Domestic tanners who furnish prac- 
tically all of the United States leather 


requirements normally are dependent 
upon imports for about 10 to 15 per 
cent of their requirements of cattle 
hides, and for about 20 to 25 per cent 
of their requirements of calf and kip 
skins. 


Harold Schiffern 


St. Louis, Mo—Harold Schiffern, 
former children’s shoe buyer for the 
Bootery Shoe Store, was instantly 
killed at Pensacola, Fla., recently when 
a Navy bomber crashed into the side 
of a hangar. He was taking naviga- 
tion training at Pensacola. 
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LEATHER SOLES 
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STYLE #1001, MEN’S SIZES 6-12 F 


STYLE #1002, LADIES’ SIZES 4-9 
ARNOFF SHOE CO., INC., 101 Duane St., N.Y.C. 








Morgan with Marines 


BaTtoN RouGE—Troy Morgan, for- 
merly assistant shoe manager of the 
women’s department at Rosenfield’s, 
has joined the U. S. Marines 
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California Meeting Draws Record Crowd 


New Officers and Directors Elected—Bill Allen Heads Retail 
Group 


San FRANcIscO, CAL.—With 116 ex- 
hibitors and registration of over 200, 
the annual convention of the Califor- 
nia Shoe Retailers’ Association was 
held at St. Francis Hotel, May 25 and 
26. The displays by exhibitors were 
elaborate and sales were reported ex- 
cellent. At the opening luncheon, the 
crowd overflowed the Italian Room and 
the interest shown exceeded expecta- 
tions. In the absence of the chairman, 
Herbert Sommer, now an OPA mem- 
ber in Washington, William J. Ahern, 
convention manager, presided and in- 
troduced president Carol S. Wills who 
welcomed the delegates, saying that 
shoe men were now required within 
a week to adjust themselves to changes 
usually taking a year. He approved 
Leon Henderson’s price fixing regula- 
tions, but said that they should have 
come a year ago when advocated by 
Baruch. 

Miss Tova L. Petersen, training di- 
rector at the Emporium, spoke on the 
fashion and training program for 1942. 
She said fashions must reflect the mood 
and spirit of the times and stress color 
and the necessity to provide accessories 
for tailored suits. Women are now 
trained to replace men in stores, she 
continued, and those between 25 and 
35 have been found the best. 


Frank H. Sloss, price attorney for 
OPA, spoke on the price regulations 
and answered the questions of dele- 
gates. 

The Tuesday luncheon meeting was 
devoted to a retailers’ round table dis- 
cussion led by Charles Kushins, chair- 
man. The annual banquet and dinner 
dance were a sell-out. 

New officers elected are: Bill Allen, 
Porterville, president; Lloyd Baird, 
Fresno, vice-president; Carol S. Wills, 
San Francisco, treasurer;. William R. 
Ahern, San Francisco, secretary-man- 
ager; Directors: three-year term— 
Lloyd Baird; Ray Garwood of Berke- 
ley; Ray Johnson, Pasadena; Mrs. 
Alice Petersen, Santa Ana; James 
Renetzky, San Luis Obispo; Carol S. 
Wills. Two-year terms: Bill Allen; H» 
A. Ballentine, San Francisco; Frank 
Dunne, Stockton; Chester Herold, San 
Jose; Michel A. Levy, Santa Barbara; 
Herbert L. Sommer, San Francisco; 
Bill Shiverts, Oakland. One-year term: 
Hyman Abrams, Santa Cruz; Clarence 
Fontius, Los Angeles; Paul Jesberg, 
Los Angeles; James Spain, San Bern- 
ardino; Russell Werner, San Fran- 
cisco; Arthur Weston, Oakland; Rus- 
sell Williams, San Diego; Harry Locey, 
Visalia. 





International Restores Prices 
To December Levels 


St. Louis, Mo.—The International 
Shoe Company announced last week 
that effective from May 11, 1942, all 
shoes of its general line branches— 
Friedman-Shelby, Roberts, Johnson & 
Rand and Peters Shoe Co.—unchanged 
in style from last season, except a few 
special type industrial shoes, will carry 
the same prices as were quoted in their 
price lists that became effective Dec. 27, 
1941. New shoes and those added to the 
various lines since Dec. 27 will carry 
prices consistent with line prices effec- 
tive on that date. 

Frank C. Rand, chairman of the 
board of the International Shoe Co., in 
a letter to the firm’s customers ex- 
plained the move in part as follows: 

“Our prices of March 26, 1942, were 
established by deliveries of shoes in 
March at those prices but realizing that 
our customers did not have an oppor- 
tunity to establish their retail prices on 
a replacement basis in March, we have 
decided to go back to Dec. 27 prices and 
use those prices with which to begin 
our Fall season. This decision was made 
in an effort to carry out the spirit as 
well as the letter of the Government’s 
‘General Maximum Price Regulation’ 
order. To accomplish this, it will be 
necessary to eliminate high cost styles 
and.other types of shoes from various 





“In the interest of conservation of 
leather and shoe materials of all kinds 
and in order that these lower prices 
may be maintained in accordance with 
the expressed wishes of both the Office 
of Price Administration and the War 
Production Board, changes will be made 
in the style, design and construction of 
many shoes in the new Fall line. Such 
changes will not substantially affect the 
utility or serviceability of the shoes.” 

Mr. Rand went on to explain that 
sinee retail prices were frozen as of 
March, merchants will need shoes for 
Fall that can be sold at March prices 
and it was that condition that the com- 
pany was endeavoring to meet. 


Fair Trade Bill Vetoed 


BUFFALO, N. Y.— Governor Herbert 
H. Lehman of New York vetoed the 
Fair Trade Practice Bill which the 
Greater Buffalo Shoe Retailers’ Asso- 
ciation had sponsored. The Governor, 
in turning down the bill, said that he 
had no sympathy for deceptive retail- 
ing, but pointed to ample penal law pro- 
tection against the worst practices and 
added that we are now going through 
a period of enormous difficulty in the 
retail selling field and with all the 
necessary wartime regulation of prices 
this is hardly time for the state to start 
additional controls. 

The Greater Buffalo Shoe Retailers’ 
Association will hold a meeting on Fri- 
day evening, June 12. 
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New Type Rubber Heel Has Wood Core 
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The new rubber heel developed by The B. F. Goodrich 


am 


ms 3 


Company, which in the haif- 


inch size saves 1% ounces of rubber compound per pair when compared to the 

conventional “backwell” type is shown ot the left, while the conventional type is 

right. The wood core insert used is at the left, a pile of the steel washer inserts 
saved by the new construction at the right. 


Akron, OnI0—The B. F. Goodrich 
Company announces a new type rubber 
heel utilizing a wood core. This con- 
struction conserves approximately 1% 
oz. of compounded rubber and 1/5 oz. 
of steel on each pair of half heels of 
the standard %-in. size. The standard 
rubber %-in. pair of heels weighs ap- 
proximately 5% oz., of which the steel 
insert washers weigh 1/5 oz.—leaving 
the weight of the rubber compound ap- 
proximately 5.3 oz. The new type wood 
core insert heel of the same size weighs 
approximately 4.8 oz., with the wood 
core weighing approximately 1 oz.— 
leaving the rubber compound weight 
3.8 oz. 

Wood used in the cores of the new 
heel is maple, which is plentiful, and 
the process used to manufacture the 
cores is inexpensive. Heurs of labor 
needed to manufacture the new type 
heel are approximately the same as in 


the steel washer insert type. The wood 
core type heel can be made on standard 
rubber heel manufacturing machinery 
and can be applied to shoes on present 
shoemaking machinery used in shoe 
factories and by the shoe repairman. 

It is the belief of The B. F. Good- 
rich Company, William S. Richardson, 
general manager, B. F. Goodrich’s In- 
dustrial Products Sales Division, said, 
that “this type heel could be used on 
all the 150,000,000 pairs of men’s and 
boys’ shoes produced annually, and that 
based on this volume there would be a 
saving of 5000-tons of compounded rub- 
ber, plus a saving of 850 tons f steel 
used in the steel washer inserts util- 
ized in the previous construction. These 
figures are based on the standard %-in. 
half heel having a normal backwell. 
Used on heels that have no backwells, 
the savings would be greater.” 





Plan Baltimore Show in July 


BALTIMORE, Mp.—Because of the in- 
tense interest and large volume of busi- 
ness placed at the First Baltimore 
Shoe Fair last year, it was voted to 
make this affair an annual event; July 
12, 13, 14 have been selected as the 
dates, and the Lord Baltimore as the 
headquarters hotel. This show covers 
an area of seven states and the Dis- 
trict of Columbia with over 1500 shoe 
retailers in proximity to Baltimore. 

Elaborate preparations are being 
made to entertain buyers by more than 
100 shoe manufacturers and wholesal- 
ers who will exhibit at this show. In 
addition to the Shoe Buyers Frolics on 
July 13, it is expected that some of the 
officers of the Shoe and Leather Divi- 
sion at Washington will be present to 
give the retailers a report on the state 
of the nation as it affects the shoe re- 
tailer, wholesaler and manufacturer. 
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Protest Moving of 
Quartermaster Depot 


Boston, Mass.— Announcement of 
the Quartermaster General of the 
United States Army that he might be 
forced to move the Boston Quartermas- 
ter Depot to some other city if addi- 
tional needed space is not quickly found 
in the metropolitan area, has given rise 
to speculation as to what might be the 
effect of such a move on those New 
England manufacturers currently en- 
gaged in filling army order for service 
shoes and leather boots. Taking a seri- 
ous view of the situaton, the New Eng- 
land Shoe and Leather Association’s 
executive committee adopted a resolu- 
tion asking the authorities to do every- 
thing compatible with the nation’s 
interest to have the base remain in 
Boston. 
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f CANCELLATIONS * 


15 of St. Louis’ finest factories 
S$ — WOMEN'S — CHILDREN'S 


Dress and Sports 


K. WEIL SHOE CO. 
Washington Ave. St. Leute, Me. 9 


from 
MEN" 


XY 
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| Innersoles 
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NEWFLEX 


Where quality ” 
is not curtailed, 
You'll find US 
in the shoes retailed. 
| EDGAR S. KIEFER TAN 


NG P, 
TANNERIES AT GRAND RAPIDS, MICHIGAN 
SALES: CHICAGO, 223 W. LAKE ST. ¢ BOSTON, 42 UNCOUN ST. 


PIGSKIN 


INNERSOLES COUNTERS WELTING 


| 
| 
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| Golf Shoes 
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| REMOVABLE SPIKES 
MOCCASIN TOES 
COLOR COMBINATIONS 


Price $3.60 
Send for New Cataleg 
THE ARNOFF 
SHOE CO., INC. 
101 Duane St. 
New York, N. Y. 
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Classified and Want Ads 





POSITION WANTED 


FOR SALE 


WANTED TO PURCHASE 





EXPERIENCED. ENERGETIC, AMBI- 

TIOUS YOUNG MAN; thirty years- old; 
married; looking for opening as Manager with 
Growing Concern or Shoe Department; at pres- 
ent Manager-Buyer for exclusive Shoe Store. 
Having reached top in present position desire 
position offering future. For stock control, Low 
Inventories, have very successful background. 
Address #535, care Boot & Shoe Recorder, 100 
East 42nd Street. New York City. 





YOUNG MAN with twelve years’. experience 

as salesman, buyer, and Manager of Ladies’ 
Shoes wishes to make change; can furnish best 
references. Will go anywhere. Address #542, 
care Boot & Shoe Recorder, 100 East 42nd 
Street, New York. N. Y. 


$5 000 YEAR Shoe Buyer and Merchandiser. 
ihe unhappy in present connection, de- 
sires change. Experience covers over 20 years 
in Chain Stores, 

and- Specialty S 

grades rl 

Well acquainted with market. Age 38, indefi- 
nitely draft deferred. Will consider any loca- 
tion. Address #541, care Boot & Shoe Recorder, 
100 East 42nd Street. New York, N. Y. 








SIDE LINE SALESMAN 


SALESMEN-—Side line Men’s Work Shoes, 

Moccasins, Specialties; Commission basis; 
State lines carried; References; Territory. Ad- 
dress #543, care Boot & Shoe Recorder, 100 
East 42nd Street, New York, N. Y. 


ANTED: Side line salesman for Minnesota. 
North and South . complete line of 
Men’s and Women’s hard sole slippers in stock. 
Retail $1.29 to $2.00. Address: M. J. WITH- 
— 189 WEST MADISON STREET. 
icago. 








‘OR SALE: 3000 Pairs of High Grade Ladies’ 

Shoes, Nationally advertised brands; new 
styles. Send for size sheet and samples. W. 
M. SHAFER, BOX 604, LANCASTER, KY. 
FOR SALE 





OLD ESTABLISHED STORE, new front, 
must sell at once without stock, low price. 

1936 SECOND AVENUE, NEW YORK 

CITY, between 99th and 100th Streets. 





NLY EXCLUSIVE SHOE STORE, town 

Metropolitan Detroit, selling better shoes; 
earns comfortable living, plus good savings. 
Going West. HENDIN’S NORTHVILLE, 
MICHIGAN. 





XCLUSIVE RED CROSS SHOE STORE 

for sale in New Jersey, or will take a 
partner; about $10,000 cash needed. Address 
#544, care Boot & Shoe Recorder, 100 East 
42nd Street, New York, N. Y. 





HOTELS 





Po HOTEL 
ox 


POWwNTOWN ON TOUR DOORSTEP 








Display of Military Footwear 
Creates Interest 


VICKSBURG, Miss.—The Ben Warren 
Shoe Store created a mild sensation 
recently when a display containing 
most of the footwear styles supplied to 
the Army and Navy was featured in 
the main window. 

The shoes which Ben Warren, pro- 
prietor, obtained from manufacturers 
for the purpose, included field shoes, 
officer’s boots, safety shoes for engi- 
neers, engineer’s boots, ski shoes for 
Arctic troops, sheeplined pacs for 
Alaskan soldiers, officer’s dress shoes, 
field boots, pilot’s shoes, and many 





HOTEL ATLANTIC 


A convenient downtown hotel with 
reasonable rates from $2.25 up. 


CLARK NEAR JACKSON 
CHICAGO 




















other divisions of the service. A sign 
read, “Your shoe may be different—- 
but our boys in service wear the best 
footwear in the world” 

The window was used in connection 
with -a promotion announcing new 
work shoe lines, and brought hundreds 
of interested people into the store. 


ANTED TO BUY: One used or new Foot 
Vibrator; Dr. Pyles preferred. E. C. DAY- 
TON, 451 West Kirby, Detroit, Mich. 





PEN TO BUY 50,000 pair of Rubber Soled 
Tennis Shoes for Immediate delivery; tele- 
phone, call in person or write—BEN LEVIS, 
INC.. 220 West 40th Street. New York City. 





WE BUY 

us Wholesale and Retail 
Stocks. Also randed Skees such 
Walk-Over, Florsheim, Enna-Jettick, Vital- 
ity, Arch Preserver, Queen Quality, Bos- 
tonians, Stetson, Red Cross, Nunu-Bushk, - Ete. 

IRVIN RUBIN 
“The House of Jobe” 
89 Rende St., Cor, Church 

Phone Barclay 7-7887. New York Clty 


Entire or 








SELL YOUR SURPLUS STOCKS 
te 


KIRSCH-BLACHER CO., INC. 
established 1915 


We auy surplus or complete stocks of shee: 
from retailers, jobbers manufacturers. 


Visit owr new worehouses 
108-110 Duane Street, New York 
Phone: WOrth 2-5377 and 5378 end 5378 








SHOE STORES WANTED 
FOR CASH 
Men’s, women’s, children’s shoes retailing 
from $5.00 and up. Short term leases as- 
sumed. Write in confidence to 
A. L. BARIS, Pres. 
BARIS SHOE CO., INC. 
79-81 Reade St., New York 
Onusual references on request 








CASH 


For Entire Stocks or Surplus Merchan- 
dise. This is a good time to dispose of 
them. We can use any quantity end 
pay the highest prices. 
CAMITTA SHOE COMPANY 
120 N. Fourth St., Philadelphia, Pa. 
Phone Lombard 2062 








MANUFACTURERS—RETAILERS 
SURPLUS STOCKS 
We buy for cash surplus or complete shoe stocks 
Rranded or unbranded. Generous prices. 
Write, wire or phone. 


BARSH & CEASAR 








19 N. Fourth St. Philadelphia, Pa. 
Phone Market 1666 











CLASSIFIED ADVERTISING RATES 
The rate for “Position and Lines Wanted" advertisement is 4 cents per word for all undisplayed advertise- 
ments. Minimum charge, 75 cents. For all other classified advertisements the rate is 7 cents per word. Minimum 
charge, $1.25. When a box number is desired twelve words should be added for the address. In all other cases 
each word of the address should be counted. 
* The rate for all display classified advertisements is $5.00 an inch with a maximum of 46 words. 
Classified advertising is payable in advance. 
s@ Advertisements for this page must be in our New York Office on Friday of the week preceding publicetion 
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if you are not re- 
celving our sem- 


ple mailings, jest 
write us. 


Size 


of Display Card 
8” x 14” 








For Your SPRING TRIM 


Green and Tan Color Design on White Cards 


inte 


SHOES 


instes 
of Tires 


DISPLAY CARDS: 60c Each; 3 for $1.50 
List of texts to select from will be sent en request 
Blank cards with design Wlustrated 4 for $1.20 


Detailed Information on Monthly Service at Your Request 
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For Posting Your 
CEILING PRICES 
(also your selling priees) 
for EACH STOCK NUMBER 








on your 


CARTONS 


2.2, 2 


You Thus Maintain a 
Visual and Factual ° 
Record for Official 
Checking Against 
Wholesale Invoices; 








handy for filing with 





Ceiling 


Our 


Felds over Top 
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Price.__.._.. 


Price—-......- 


Actual Size after 1” Top 


your duplicate sales 
slip. 


Unless C.O.D. Preferred 
x * * 


MERCHANTS SERVICE DEPT. 
209 S. State Street 


Chicago, Ill. 


Edge of 











Honor a Great 
American 
[CONTINUED FROM PAGE 21] 


own selection. One other point: 
If Dad wishes, we will cheerfully 
exchange any gift you may se- 
lect here.” 

If it can be done, why not get to- 
gether with your fellow shoe merchants 
and have an entire page, or perhaps a 
double-page spread of shoe ads for 
Father’s Day? It would have much 
more force than scattered ads. 

For the windows we suggest using a 
poster mounted on a red-bordered pan- 
el in front of the back panel which is 
white with a blue-edged band of red 
at the top, carrying the message, “Be 
sure to include Footwear in your list 
of gifts for Father.” The base plateau 
is blue with white lettering on the front 
edge, “A Blue Ribbon Day for Dad,” 
which ties up with the blue streamers 
run from the poster to the various gift 
suggestions displayed. This idea is a 
tie-up with the Father’s Day badges 
obtainable from the Council, which bear 
the same message, that the Council 
suggests wearing for several days be- 
fore Father’s Day by all salespeople in 
the store. 

On the white portion of the panel 
background we suggest that you use 
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photographs of typical Fathers in your 
community—workers in industries as 
well as professional men—to give a 
cross section of the activities—particu- 
larly the war activities in your com- 
munity. This is a tie-in with another 
Father’s Day idea—The Fathers for 
Defense promotion. 

In the store, use the posters, the 
badges, and possibly the card toppers. 
For packages there is special wrapping 
paper, and also small stickers. As al- 
ways, we recommend making your pro- 
motion as complete as possible, be- 
cause that’s the way you will get the 
most out of this nation-wide event. 


Forecast for Fall 
[CONTINUED FROM PAGE 19] 


between 16 and 17 inches. The im- 
portance of the shorter evening dress 
cannot be over-stressed for going out 
to parties. This length gives plenty of 
play to ankle strap and ballet-laced 
shoes. Long evening dresses for wear 
at home are recommended. 


Accessories Have a Job To Do 


Accessories can do two things for 
Fall clothes. They can ring changes 
on new clothes. They can brighten up , 
old clothes. Quality, utility and ver- 
satility are their qualifications. Co- 


ordination is still possible and very ad- 
visable. The basic colors are available 
in shoes, handbags, gloves, belts .. . 
tans, browns, greens, reds. Types are 
very definite and there is a wide choice 
in each group .. . the country clothes, 
the town and country clothes and the 
definitely dressy town clothes. There 
is everything from shoes to cosmetics 
and jewelry ready to fit into the colors, 
materials and styles in each group. 


Adds to Territory 


Cuicaco, ILL.—George Slater, who 
for the past 13 years has represented 
the Williams Manufacturing Co. in 
Chicago, has been given in addition the 
territory of southern Wisconsin to 
travel. Mr. Slater is past president of 
the Shoe Travelers’ Association of 
Chicago and secretary-treasurer of the 
Central States Shoe Fair. 


Retail Merchant Enters Service 


BuFFALO, N. Y.—Buffalo’s first retail 
shoe merchant to enter the service of 
Uncle Sam is Frederick Carl Goldbach, 
of 2075 South Park Avenue, where he 
operated a shoe store with his brother 
William. Mr. Goldbach enlisted in the 
Air Service and was sent to the 
ground school at Kessler Field, Mis- 
sissippi. 








Dates to Remember 


Annual Convention, Pacific North- 
west Shoe Retailers’ Association, 
Portland, Ore. 

May 30, 31, June 1, 2, 1942 

Pre-Fall Show, Michigan Shoe 
Travelers’ Club, : 
Detroit, Mich. June 1, 2, 1942 

Boston Shoe Fair, Hotel Statler 
and Parker House, Boston, Mass 

June 1, 2, 3, re 1942 

Kall Shoe Convention, Mid-Conti- 
nent Shoe Travelers’ Association, 
Skirvin Hotel, Oklahoma City. 

Okla. June 7, 8, .. "1942 

New York State Shoe Retailers’ As- 
sociation Meeting, Syracuse, New 
York. June 14, 1942 

Golf Tournament, Central Pennsyl- 
vania Shoe and Leather Associa- 
tion. Lancaster Country Club, 
Lancaster, Pa. June 19, 1942 

July Fall Show, Michigan Shoe 
Travelers’ Club, Hotel Statler, 
Detroit, Mich. July 6, 7, 1942 

Second Annual Baltimore Shoe 
Fair, Lord Baltimore Hotel, Bal- 
timore, Md. July 12, 13, 14, 1942 





Pardon the Omission, Please 


Through an error, the name of R. 
Neumann & Co., tanners, of Hoboken, 
N. J., was omitted from the list of firms 
who have been in business 60 years 
and over on page 35, in the May 23 is- 
sue of BooT AND SHOE RECORDER. 

Naturally, such an old-established 
firm, founded in the year 1863 and to- 
day with a background of 79 years of 
service, deserves mention and _ the 
RECORDER takes pleasure in correcting 
this omission. 


Shoe Man’s Son 
In Medical Corps 


LANCASTER, OHIO—Jack Blazer, son 
of Roy T. Blazer, Lancaster, Ohio, shoe 
merchant, has been promoted to Private 
First Class in the Medical Corps at 
Camp Douglas, Utah. 





Named Smith Head 


[CONTINUED FROM PAGE 33] 


tional instructor and assistant general 
sales manager for National Cash Reg- 
ister Company, has also been con- 
nected with the Holcomb & Hoke Mfg. 
Co. of Indianapolis and the Safe Cabi- 
net Co. of Marietta, Ohio. He then 
served as counsellor and management 
engineer for several national and inter- 
national concerns. Prior to his connec- 
tion with G. Edwin Smith Company, 
Mr. Jackson was management engineer 
in the capacity of general manager for 
the Todd Company of Rochester, N. Y. 

G. Edwin Smith was among the first 
to establish a shoe manufacturing busi- 
ness in Ohio. The company has grown 
under his direction, until at present it 
employs more than 1500 in its various 
divisions. 
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A Buying Guide 





TO ADVERTISERS IN THIS ISSUE 


ALLIED KID CO., New York, Boston, Philadelphia . 
AMALGAMATED LEATHER CO.'S, Wilmington, Del. 
ARNOFF SHOE CO., INC., New York City .. 
BARIS SHOE COMPANY, New York City 


BARRETT SHOE COMPANY, Frankfort, Ky. 


’ BARSH & CEASAR, Philadelphia, Pa. 


CAMITTA SHOE COMPANY, Philadelphia, Pa. 

CONNEL, J. M., SHOE CO., Braintree, Mass. .. 

DREW, IRVING, SHOE CORP., Lancaster, O. .. 
ENDICOTT-JOHNSON CORP., Endicott, N. Y. 

EVANS, JOHN R., & CO., Camden, N. J. 
GERBERICH-PAYNE SHOE CO., Mt. Joy, Pa. 

GOODWILL SHOE CO., Holliston, Mass. 

HEALTH SPOT SHOE SHOPS, INC., Danville, Ill. 

HOTEL ATLANTIC, Chicago, Ill. 

HOTEL LENNOX, St. Louis, Mo. 

JARMAN SHOES—GENERAL SHOE CORP., Nashville, Tenn. 
KIEFER, EDGAR S., TANNING CO., Grand Rapids, Mich. 
KIRSCH-BLACHER CO., INC., New York City . 
KRIPPENDORF-DITTMANN CO., THE, Cincinnati, O. 
QUEEN QUALITY SHOE CO., St. Louis, Mo. . 
ROBERTS-HART, INC., Keene, N. H. 

RUBIN, IRVIN, New York City 

SUPERIOR SHOE CO., Chicago, Ill. 


TAYLOR, E. E., CORP., Boston, Mass. ... 


TOLMAN-DAVIDSON ADVERTISING PRESS, INC., Brockton, Mass. 


TRIMFOOT COMPANY, St. Louis, Mo. 

UNITED SHOE MACHINERY CORP., Boston, Mass. . 
UNITED STATES RUBBER CO., New York City .. 
WINTHROP SHOE COMPANY, St. Louis, Mo. 


WEIL, M. K., SHOE CO., St. Louis, Mo. .. 
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MORE FREQUENT GRINDING 
MAKES EDGE CUTTERS 


LAST LONGER 


Sounds impossible but it's true. A quick “touchup” grinding the 
moment edge trimming cutters begin to pull, plus care in 
grinding will make cutters last longer. 


Here are six suggestions that will help you get 
more service from Forepart and Heel Seat Cutters: 


] The minute a cutter begins to 


get dull, sharpen it. Letting a 
cutter get too dull means a hard- 
er, longer job of grinding. 


Light, even applications to the 
wheel are best. A brief touch- 
up grinding will minimize burn- 
ing which may alter or change 
the temper of the steel and there- 
by cause the cutter to dull faster 
or teeth to wear unevenly. 


Take care to preserve the rake 
of the teeth when resharpen- 
ing dull cutters. 


Protect cutters in use. A tight- 
fitting shield prevents trimming 
residue from working in between 
shield and cutter. Cutters so 


6 


lips may become broken. When 
fastening cutters on the shaft 
make sure the opposing surfaces 
of shield and cutter are clean. 


Handle cutters with care. Drop- 
ping cutters where they will fall 
against machinery or on the floor 
may chip a lip or edge. The 
cutter may be ruined or require 
valuable time, labor and loss of 
metal to put it in serviceable 
condition. 


Be sure you get the most out 
of every cutter. Too often cut- 
ters are discarded with two or 
three more days’ work in them. 
With proper care from the very 
beginning, cutter life can be 
















packed may run unevenly and extended. 





Dull cutters take more power—turn out poorer 
work and less production. More time is lost by 
trying to do an extra case with a dull cutter 
than by making short, more frequent stops to 
keep cutters sharp. Start today to make cutters 
last longer. 


Keep sharpening wheel 
dressed. Sharpening wheels 
perform better when trued. 
As soon as unevenness ap- 
pears, an Emery Wheel 
Dresser should be used to 
even and renew the flat 
grinding surface. 





UNTRUE TRUED 















TAKE GOOD CARE OF WHAT YOU HAVE 









These cutter conservation 
suggestions are published 
to help users get the great- 
er production and longer 
wear so vital in these criti- 
cal times. 
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HEALTHY 
HAPPY AFOOT 






GERBERICH-PAYNE SHOES | 





Re Defense puts a new importance on strong, vigorous, healthy 
youth. Merchants tell us that parents are paying more attention to their 
boys’ foot health than ever before, and’to the important part that well 
fitted, sturdily built shoes play in it. This is a happy situation for Gerberich- 
Payne Dealers, for in Gerberichs, Stride Rite, Junior Arch Preserver, and 
Official Boy Scout Shoes they are fitting American Boys with the finest 
shoes possible. Fair mark-up on every pair, and prompt replacement from 
an In-Stock Service that works, make 
careful fitting profitable and practical. 

Investigate Gerberich - Payne today. 
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